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ASSETS 


United States Government Bonds $101,815,674.00 
Municipal Bonds (No default of Principal or 

Interest) 2,477,941 .88 
First Mortgage Loans ¢ on City Property 68,088,937.36 
First Mortgage Loans on Farm Property 1,463,551.10 
Ground Rents 3 8,587,411.03 
Policy Loans 8,135,810.42 
Preferred Stocks 10,686,191.96 
Real Estate 

City Property 9,689,891.23 

City Property Sold on Contract 2,761,566.92 

Farm Property Sold on Contract 26,078.82 

Home Office Property... 1 ,034,000.00 
Cash on Deposit in Banks 1,650,259.44 
Net Uncollected and Deferred Premiums 2,603,024.84 
Accrued Interest on Investments 2,067 ,486.71 


TOTAL ADMITTED ASSETS $221 087,825.71 


LIABILITIES 
Reserves for Protection of Policyholders $185,459,145.16 
Premiums and Interest Paid in Advance 1 038,234.47 
Reserves for Taxes and Incurred Unpresented 
Items 1 ,831,934.93 
Contingency Reserves 4 44], 177.49 
Capital and Surplus 28,317,333.66 


TOTAL LIABILITIES $221 087,825.71 


INCREASE IN ASSETS—$17.748,817.77 
TOTAL ASSETS—$221,087,825.71 
INCREASE IN INSURANCE IN FORCE—$91,055,922.00 
TOTAL INSURANCE IN FORCE—$1,173,678,440.00 


INVEST IN AMERICA 
BUY WAR BONDS AND STAMPS 
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Home Life Meets 1943 Mileage Rationing With 
The Highest Average-Size Policy In Its History 


ie just occurs to us- as Home Life’s 1942 
record-breaking, all-time high average- 
size policy is recorded—that here may 
be one favorable factor for solving the 
problem of mileage rationing. If the 
average-size sale had been $2,488 (which 
was the average of all companies in 
1941) Home Life’s Field Organization 
would have had to interview and sell 
nearly three times as many buyers as it 
actually did! Getting around to see three 
times as many people under mileage 
rationing sets up a serious problem. 


Besides the advantage to policyholders— 
larger policies producing lower expenses 
per thousand of insurance—and larger 
commissions for Field Underwriters, 
the favorable influence of Home Life’s 
ever-climbing average policy on war- 
time prospecting becomes decidedly 
obvious. We believe this successful at- 
tainment in Home Life’s Quality Pro- 
gram of selling may reap unlooked for 
benefits in 1943. 













































For Five Years the 
Leader .... 


From 1937 through 1941 Home Life has 
for five successive years led American 
life insurance in producing the highest 
average-size policy (as surveyed by the 
Courant). This result can be credited 
exclusively to the whole-hearted support 
of Home Life’s Field Organization which 
the Company gratefully acknowledges in 
publishing this advertisement. While 
1942 figures are not now available to 
substantiate a claim for continued leader- 
ship—the further increase for Home 
Life promises, surely, top-ranking again. 
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|. |. Parkinson 
Warns of State 
Social System 


Future of Individual 
Freedom Involved, Equit- 
able President Declares 


Thomas I. Parkinson, president of 
Equitable Society, in addressing the 
annual meeting of directors, asserted 
that a state social system in which the 
individual takes his place automatically 
and by no exercise of his own will and 
effort does not safeguard freedom nor 
enhance security. 

Mr. Parkinson mentioned the proposed 
comprehensive system of social insur- 
ance in England and predicted that this 
year there will be much discussion in 
this country of the necessity for setting 
up a comparable system. These pro- 
posals, he said, are symptomatic of the 
development of the theory that society 
as a whole must accept responsibility 
for the protection of the individual 
against all economic and social con- 
tingencies and also of the eagerness of 
public authorities to find new sources 
of revenue coupled with a willingness 
to assume presently a financial obliga- 
tion to be discharged in the future 
without due regard for the details of the 
future performance. 


Future of Individual Freedom 


The future of individual freedom is 
involved, he said. With the compul- 
sory system no one may be excused and 
everyone is directed in his productive 
effort, leisure and savings. The state is 
preoccupied with the well being of the 
marginal population. Education of that 
margin to the level of constructive co- 
operation is arduous and sooner or later 
the state seeks to bring the rest of 
society into the range of still more 
ambitious unification and standardiza- 
tion. 

Social insurance on a massive scale, 
he declared, could not long tolerate the 
competition of voluntary efforts purely 
cooperative in character. He emphasized 
that the future welfare of the country 
would be jeopardized if the expansion of 
social security threatens absorption of 
cooperative institutions such as life com- 
panies. At first the compulsory state 
system might be able to show some 
advantages particularly in point of ac- 
quisition cost but in the long run the 
waste and costliness of bureaucratic 
administration would become apparent. 


Question of Good Faith 


The question of good faith is involved. 
Examples are numerous of reserves, set 
up with an elaboration of protective 
formulas, that melt away into the general 
funds from which they were intended to 
be segregated. 

The institution of life insurance, Mr. 
Parkinson observed, was developed as 
essentially a democratic, middle-class 
institution. The members of the middle 
class have been the builders of civiliza- 
tion and makers of free governments. 
They have been persons of energy, ex- 
Perience and initiative. They have 


Hogg, Bloys Given 
Higher Rank by 
Life Presidents 


Robert L. Hogg, assistant general 
counsel of the Association of Life Insur- 
ance Presidents, has been appointed as- 
sociate general counsel, and John V. 
Bloys, assistant attorney of the associa- 
tion, has been made attorney. 

Mr. Hogg has been a member of the 
association’s staff since 1935. A native 





HOGG 


ROBERT L. 


of West Virginia, he began the practice 
of law in that state in 1916 and from 
1920 to 1924 was prosecuting attorney of 
Mason county. He is a former member 
of the West Virginia state senate and a 
former congressman from West Virginia. 

Mr. Bloys joined the association’s staff 
in 1930. He is a graduate of Lafayette 
College and Columbia University Law 
School, and has been a member of the 
New York bar since 1931. Before en- 
tering law school he served for a year as 
instructor in mathematics at Roxbury 
High School, Roxbury, N. J. 








faced risks and overcome them. They 
have not been dependent on the govern- 
ment of the day and not looked to 
i gua soi of the government for 
help. They have developed life insur- 
ance as an instrument suited to their 
voluntary cooperative and non-political 
security. 

Mr. Parkinson said it will be for the 
middle class to determine whether the 
collective management of voluntary Sav- 
ings in mutual life companies is to be 
given up in return for the bureaucratic 
idea of a state monopoly, the controls of 
which must be political. Private life 
insurance, he declared, has shown itself 
capable of a wholesome and mature 
growth so as to meet each new set of 
circumstances in which an_ insurable 
interest could reasonably be discerned, 
delimited and secured. Group insurance 
in particular has met more and more 
of those very situations of which the 
state is supposed, by advocates of state 
social insurance, to be alone capable of 
dealing. 


Neel Visits Philadelphia 
PHILADELPHIA—Gregg L. Neel, 

new insurance commissioner of Pennsyl- 

vania, made his first public appearance 


Walter Talbot, 
Fidelity Mutual 
Head, Dies at 73 


Walter LeMar Talbot, president of 
Fidelity Mutual Life and a veteran of 
61 years in the service of that company, 
died last Saturday after an illness of 
several weeks. His age was 73 years. 
He was the dean of life insurance com- 
pany presidents in this country. 

Funeral services were held at St. 
James the Less Church in Philadelphia 
Tuesday afternoon. The Life Presi- 
dents Association was represented by 
a committee consisting of M. A. Linton, 
president Provident Mutual Life, chair- 
man; A. A. Rydgren, president Conti- 
nental American Life; John A. Steven- 
son, president Penn Mutual, and V. P. 
Whitsitt, manager and general counsel. 

Mr. Talbot was born in Philadelphia 
and went to work at the age of nine as 
a cash boy in the old Wanamaker store. 
He went with Fidelity Mutual Life as 
an office boy in 1882. His entire time 
was spent in active life insurance work. 
By the time he was 26 he was office su- 
perintendent, at 29 he became agency 





WALTER L. TALBOT 


director and in his 33rd year he was 
elected a second vice-president and a 
director. 

In 1911 Mr. Talbot was elected first 
vice-president and three years later, fol- 
lowing the death of the first president, 
Levi G. Fouse, he became the presi- 
dent at the age of 44. Hence for 29 
years he was the chief executive of Fi- 
delity Mutual and was an active force 
in the growth and power of that com- 
pany. He was a director of Corn Ex- 
change National Bank and the John B. 
Stetson Company. 

Mr. Talbot was president of the Sky 
Top Club in the Poconos. 








in the eastern part of the state when he 
was presented to a group of executives 
of life, fire and casualty companies of 
Philadelphia and a few from New York 
at a reception sponsored by John A. 
Diemand, president of North America, 
in the company’s head office here. 

In his talk Commissioner Neel said 
his tendency is to be conservative. He 
said he places confidence in the collec- 
tive judgment of experienced men as an 
effective means of arriving at sound 
decisions. 


N.A.L.U. to Aid 
in Selling U. S. 
Cover fo Soldiers 


N. Y. Test Successful— 
Concentrate on Older 
Group of Balkers 


Sales of many millions of dollars of 
life insurance without a cent in com- 
missions—that’s the story of a new vol- 
unteer project by members of the New 
York City Life Underwriters Associa- 
tion who have put their selling talents 
at the disposal of the government. 

The policies sold were all of National 
Service Life Insurance; the buyers were 
members of the army stationed at a post 
near the city, and the salesmen were 
members of the association’s soldiers’ 
service bureau, which was serving as a 
test for a nationwide project to be spon- 
sored by the N.A.L.U. 

The idea of the bureau was con- 
ceived several months ago by members 
of the association who had heard that 
the army was finding it hard to con- 
vince many soldiers that National Serv- 
ice Life Insurance was a good buy. 
They thought perhaps that some of the 
selling knowledge veteran agents had 
acquired might explain the govern- 
ment’s insurance plan with more suc- 
cess. 


Commandant Was Doubtful 


When they approached the command- 
ant of an army post near New York 
with the idea, his first reply was, “What 
do you fellows expect to get out of it?” 
So they first had to convince the com- 
mandant that they were undertaking a 
purely volunteer job and didn’t expect 
to sell a cent’s worth of commercial life 
insurance: 

They were given a room and 77 en- 
listed men who had turned thumbs down 
on the Army’s sales talk for its insur- 
ance were marched in and asked to lis- 
ten. One of the agents talked to the 
men for about 10 minutes on what the 
insurance could do for them and their 
families, and invited questions. For 
half an hour he answered objections and 
then asked for the signature. Fifty-five 
signed up for a volume that would have 
been a good year’s production for almost 
any agent. 

The agents were allowed to schedule 
a series of selling sessions at the post. 
During January and February they have 
held several, and the amount of insur- 
ance sold has skyrocketed into the mil- 
lions. They have also held individual 
conferences with soldiers who had pri- 
vate insurance problems, and through 
advice on how to use pay allotments 
and the Soldiers’ and Sailors’ Civil] Re- 
lief Act, they have assisted in the con- 
servation of much commercial insur- 
ance. 

The association is now completing 
plans to extend the service to several 
other army posts in the area and during 
March the N.A.L.U. will offer the plan 
to its local associations on a nationwide 
basis, subject to restrictions made by 
the War Department. 

According to Col. W. F. Harrell, chief 

(CONTINUED ON PAGE 8) 
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Roy Red Roberts, W. W. Hartshorn 


Backed for N.A.L.U. S 


ecretary 








ROY RAY ROBERTS 


Politics again becomes an absorbing 
topic among members of the National 
Association of Life Underwriters with 
two of the most popular and prominent 
trustees being pitted against each other 
as candidates for secretary. The hats of 
W. W. Hartshorn, Hartford manager 
Metropolitan Life, and Roy Ray Rob- 
erts, State Mutual, Los Angeles, have 
been. thrown in the ring by their back- 
ers and campaigns are being organized. 
Last year there was no contest for sec- 
retary to liven up the national meeting. 
In recent years officers have all been 
advanced so that whoever is elected sec- 
retary this year will probably be ad- 


W. W. HARTSHORN 


National association officers. H. K. 
Cassidy, San Francisco general agent 
Pacific Mutual Life and president Cali- 
fornia association, has been named 
chairman of the Roberts for secretary 
committee. Walter J. Stoessel, Los An- 
geles, general agent National Life of 
Vermont, is co-chairman. 

Alex A. Dewar, manager Equitable 
Society, at the meeting of the Life Man- 
agers Association of Los Angeles en- 
dorsed Mr. Roberts’ candidacy. 

Mr. Roberts is serving his second 
term as National association trustee and 
is senior member of the board as well 
as chairman of the committee on educa- 


Government Bonds 
Purchased in 1942 
by Life Companies 


Life companies purchased $3,650,000,- 
in government bonds in 1942, or more 
than twice the $1,600,000,000 in 1941. 
Holdings of such bonds increased some 
$2,300,000,000 during the year to $9,300,- 
000,000, more than 75 percent over the 
holdings at the end of 1939. Currently 
holdings of federal government bonds 
represent approximately 26.7 percent of 
all the assets of life companies. 

Last year the life companies pur- 
chased in other bonds $1,030,000,000, or 
less than half the $2,095,000,000 pur- 
chased in 1941. At the end of the year 
this class of securities represented 29.6 
percent of the assets as compared with 
30.9 at the end of 1939. 


Home Life Awards Go to 
Four General Agencies 


Home Life has named four agencies 
which won national honors for 1942 
records of agency building. Winning 
general agents and managers were Les- 
ter Horton of Newark, Leo Minuskin, 
Paterson, N. J., John H. Evans, New 
York, and Arthur Sutherland, Detroit. 

Most coveted award went to the New- 
ark agency whose record won the Presi- 
dent’s cup and an agency building plaque 
for consistent producers. President 
James A. Fulton awards the cup annu- 
ally to the general agent considered to 
have done the best all-round job of 
agency building. Mr. Horton, who is 
35, is one of the youngest general agents 
to win the honor and has headed the 
Newark agency less than three years. 

The Newark agency also won recogni- 
tion for reporting the largest group con- 
sistently paying for business each month. 
Mr. Sutherland earned top honors for 
quality organization by reporting the 
greatest number of agents paying for 


Many Problems in 
48-Hour Week 


Conn. Companies Also 
Operate Under Fuel 
Saving Request 


The insurance offices in Connecticut 
are faced with a particularly difficult 
problem in undertaking to operate on a 
48-hour week basis because just recently 
the insurance offices went on a five 
day week basis when fuel got very 
scarce in New England. Governor 
Baldwin of Connecticut had asked for a 
five-day work week in all except war 
industries. Stores and professional offices 
have heatless Mondays and insurance 
companies have heatless Saturdays. 

Now, if a company tries to get in a 
48-hour week and also save fuel, it finds 
some rather impossible hours, such as 
7:15 a. m. to 5:45 p. m. with three- 
quarters of an hour for lunch. Since the 
48-hour week order gave employers un- 
til March 31 to reorganize their work 
week it seems likely that no one is going 
to jump too fast but it does seem that 
Saturday closing will be discontinued by 
the end of March. 

Just how many employes, if any 
might be released to war industries from 
the insurance business under the 48-hour 
week remains to be seen. Already the 
insurance companies are shorthanded 
and various departments are working 
overtime. 

Many companies have attempted in 
the past to keep some sort of unison 
on both holidays and work hours as be- 
tween the home offices, general agents 
and branches. Whether or not that 
rhythm will be a thing of the past is a 
question, with many of the cities not in 
critical labor areas, including the big 
home office city of New York, and with 
many of the cities not in critical fuel 
areas. 


vanced to president in 1945. tion. For two decades he has worked 8&1 = 

_Mr. Hartshorn is endorsed by the insistently on a plan to have life insur- $150,000 at more. Bayete goss _ the AWAIT CLARIFICATION IN DETROIT 
life underwriters associations of Con- ance included in the curricula of the !argest volume of paid business from = ppprorr_the 48-1 rss 
necticut. The C ticut state asso blic schools, with soak hasis "ew men to win the new organization a ee en ae 
necticut. re Connecticut state asso- public schools, with particular emphasis creed for all businesses here has as yet 


ciation and the Hartford association as 
well as the other locals throughout the 
state have unanimously endorsed Mr. 
Hartshorn. John H. Thompson, general 
agent of Connecticut Mutual, Hartford, 
is serving as chairman of the “Hart- 
shorn for Secretary” committee. 

Mr. Hartshorn is chairman of the 
National association’s membership com- 
mittee. 

In the past he served as chairman of 
the publications committee, local asso- 
ciations administration committee and 
the general agents and managers section. 
He is a past president of the Hartford 
association, Hartford General Agents & 
Managers Association, and Connecticut 
state association. 


Cassidy Is Chairman for Roberts 


The Los Angeles association has 
adopted a resolution endorsing Mr. Rob- 
erts, pointing to his record in consumer 
education and to the fact Pacific Coast 
should have a representative among the 


being placed on the subject of “Con- 
sumer Education.” California and other 
states have adopted the plan. 

Mr. Roberts already has the endorse- 
ment of a majority of the California 
associations and the remainder are 
expected to take similar action. 


Policyholders Had 
Large Amounts 
Paid Them in 1942 


The Institute of Life Insurance shows 
that the total payments to American 
families from life companies last year 
were $2,402,517,000, an average of $6,- 
582,000 a day. The aggregate is $123,- 
000,000 less than in the previous year, 
the decline being accounted for largely 
by the sharp reduction in payments of 
surrender values. These values paid out 





plaque. The Paterson agency’s record 
for the highest quality efficiency ratio 
won the quality business plaque. 


Dr. Williams Buffalo Speaker 


Dr. John P. Williams, director of 
education of the American College will 
address the Buffalo C.L.U. at luncheon 
March 2. President Stanley C. Collins 
will preside. 











last year amounted to $446,541,000 or 
about 20 percent less than the year be- 
fore. They are now at an all-time low 
rate. 

Death benefits last year were some- 
what smaller than the year before. This 
is due, the Institute claims, to improved 
health conditions. The 1942 total death 
benefits were $1,002,990,000, of which 
$716,054,000 was under ordinary policies, 
$119,572,000 group and $167,364,000 in- 
dustrial. Matured endowments aggre- 
gated $261,519,000, slightly more than 
$260,257,000 the year before. 





FIGURES FROM DEC. 31, 1942, STATEMENTS 





made little dent in the operation of in- 
surance agencies and company offices. 
Insurance executives are simply awaiting 
clarification of the various statements 
that have been issued concerning the op- 
eration of the 48-hour directive. 

Very little if any manpower will be re- 
leased for the war effort by stepping up 
office hours in the insurance business to 
48 from the present range of 37% to 44 
hours. With most offices and agencies 
already working 40 to 44 hours, the ad- 
dition of Saturday afternoon to the 
working hours will not make enough 
difference to help the war effort, execu- 
tives believe. Some believe that the step- 
up to 48 hours will not be required 
where it will not release manpower for 
vital war uses. 

CONFERENCE IN SEATTLE 

SEATTLE—Business leaders here, 
including representatives of the insur- 
ance industry, have conferred with gov- 
ernment officials on the 48-hour week 
ruling. Result of the conference is that 
concerns clearly out of the realm of war 
production are making no changes in 
present work schedules until specific rul- 
ings are made regarding various busi- 





Increase Surplus to New Increase Prems. Total Benefits Total n suite 
Total in Policy- Bus. Ins. in Force in Ins. Income Income Paid Disburs. “Sub and oo aaa ‘ d that 
Assets Assets holders* 1942 Dee. * 1942 in Force 1942 1942 1942 — u whan renee aru ae iene" issued t : 
. $ $ $ $ $ $ $ concerns employing eight or iewer workK- 
Confederation Life, Can.148,638,159 7,749,514 9,247,002 52,183,105 469,916,842 30,559,637 16,058,400 24,815,523 10,674,075 16,382,406 er SP eerines 
Connecticut Mut, Life..456,085,738 32,092,020 17,522,761 98,062,854 1,166,173,685 30,258,413 47,976,507 78,607,527 27,614,791 45,411,298 (10. 47° —— _phe — pone 4" 
Country Life ........... 18,222,609 2,873,878 2,456,166 21,510,034 182,127,435 15,786,142 3,785,0093 4,640,6928  832,3468 1,801,423 tation clarified the situation for most 1 
Durham Life............ 9,611,683 1,371,250 1,379,233 35,745,469 97,428,702 9,761,966 3,462,047 3,784,815 737,549 2,427,803 Surance offices. The larger offices, how- 
— es. ate 60 C«SKIN «Onde SEER) oes 60'S See es 0 eee Oe ee oe oe ee 
ci. ee 9,042,5 373,5 979, ,697,6 * 75 26,105 9,893 ,356,843 47 ’ ’ - $77 4 { - 
Loyal Protective Life... 2,916,040 427,281 1,552,468 1,446,029 5,352,171 1,045,453 171,493 1,658,785 29,129 1,235,634 WOrk week, anticipating further clarifica 
Policyholders’ National.. 2,822,939 428,529 611,797 6,059,947 26,171,460 4,019,923 776,451 937,614 + ~—«168,563 499,864 tion of the order before the March 31 
Security L. & A. ...... 7,333,829 1,058,952 760,0001 7,863,715 50,117,797 3,298,189  1,827,4582 2,292,648 436.8933 1,267,898 deadline. 
Southland Life......... 37,985,778 2,613,4464 1,550,269 15,030,557 191,169,331 1,855,900 4,867,514 6,686,358 2,169,686 4,114,583 
Southwestern Life ..... 91,564,096 7,893,137 8,750,000 46,603,674 421,789,333 16,579,325 11,902,806 17,643,498 6,366,322 9,850,773 E ee ° 
State Farm Life........ 7,527,244 1,495,044 1,044,302 22,477,719 102,635,698 16,290,318 2,145,812 2,825,481 455,209 1,354,874 Scheufler Testimonial in St. Louis 
Sunset Life ......-+.... 960,449 176,291 368,726 3,130,337 14,328,151 1,305,000 278,855 372,003 47,362 226.554 : : : 
United Life & Acci..... 13,300,339 969,021 1,249,952 5,067,316 51,288,801 2,209,742 1,536,243 2,271,688 691,560 1,297,561 Superintendent Scheufler of Missour! 
FRATERNALS was the guest of honor at a testimonial 
5D) BOWS Wee. ce's 1,342,736 ce ft a Te ! eee i) ee GOSS Fasscics luncheon in St. Louis, arranged by the 
Maccabees ...........4. 58,898,738 1,021,920 38,319,537 ...... 226,050,245 3,070,900 6,478,499 11,146,356 6,906,551 10,465,197 Incurance Board of St po fe! on 


1Does not include $90,440 contingency reserve. 
2Includes $251,248 A. & H. Dept. 
&Life dept. enly. 


tended by a number of agents, brokers 


‘Includes contingency reserve. and others. 
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Danaher Praises 
Insurance as Anti- 
Inflation Sponge 


Conn. Senator Addresses 
Life Congress—Other 
Headliners Heard 


By E. H. FREDRIKSON 


WASHINGTON—The annual Balti- 
more-Washington sales congress, fea- 
turing a battery of outstanding speakers, 
drew an attendance of 540. 


President Geo. A. Hatzes, Fidelity 





Vv. W. 


HOLLEMAN 


Mutual Life, after a welcoming talk 
turned the meeting over to Vernon W. 
Holleman, Home Life, who acted as 
general chairman. 

John A. Danaher, U. S. senator from 
Connecticut, addressed the audience as 
“fellow war workers” and went quickly 
into his subject of “Life Insurance and 
War.” He stated that the economic fac- 
tors of the future are bound up in life 
insurance and suggested the slogan of 
“Insure in that we may buy a bond to 
buy a bond.” 

With $43 billion excess purchasing 
power war bonds come first as a means 
of combatting inflation and then life in- 
surance. Life insurance is serving the 
public well in war time and will also 
serve in the post-war period. During 
the depression life insurance funds were 
paid out in the amount of $18,000,000,000 
which exceeded by $3,000,000,000 the 
amount paid out for relief by the gov- 
ernment. Danaher implored the group 
to Participate in the war effort by sell- 
ing more insurance because insurers are 
large investors of government securities. 

In discussing “The Problems of the 
Day of the Life Insurance Agent”, Louis 
Behr, star producer for Equitable So- 
ciety in Chicago, stated that the agent 
must either try and find something to 
do or do all that he is supposed to do. 
Many agents seem to fall into the first 
category. If an agent hasn’t enough to 
do he advised him to get on a war bond 
team and in this manner he would ex- 
tend his contact. Mr. Behr then went 
on to explain the use of his prospecting 
sheet and programming method. 

In answer to a question about pension 
trusts, Mr. Behr stated that this field 
constitutes a complete study by itself; 
it requires a tax specialist, the company’s 
counsel, auditor and board of directors 

(CONTINUED ON PAGE 8) 


Plight of Conn. 
Insurers Cited 


in the Draft 


Representative Miller of Connecticut 
in addressing the House the other day 
spoke in criticism of the new draft regu- 
lations of the War Manpower Commis- 
sion and cited particularly the plight of 
the insurance company home offices in 
Connecticut. He observed that the in- 
surance companies during the past sev- 
eral months have had difficulty in 
-retaining their employes who have been 
attracted by the wages paid in war in- 
dustries. About the only inducement 
that the insurers have been able to offer 
has been future security. Now, he de- 
clared, those who passed up the chance 
of going into war plants and the oppor- 
tunity of receiving higher wages find 
that they must now go into the military 
service regardless of the fact that they 
are married with young children to sup- 
port or else go into a defense plant. 





Commissioners’ Executive 
Committee to Meet 


COLUMBUS, O. — Superintendent 
Lloyd, Ohio has called a meeting of the 
executive committee of the National As- 
sociation of Insurance Commissioners to 
be held here April 8-9. He is chairman 
of the committee. 


New Honor Club Formed 


A new honor organization, the Cen- 
tury Club, recognizing field represen- 
tatives who pay for 100 or more cases 
annually, has been formed by the Equit- 
able Life of Iowa. 

The 14 Equitable agents who paid for 
100 or more cases in 1942 were named 
to the club and received charter mem- 
berships. 


1942 Operations Added 
Strength to Life Companies 


METROPOLITAN LIFE 


Metropolitan Life in 1942 issued 
2,051,000,000 of paid-for life insurance, 
bringing to a new high of more than 
$26,800,000,000 total life insurance in 
force held by almost 30,000,000 policy- 
holders. Assets increased to nearly 
$6,000,000,000. There was an increase of 
more than $450,000,000 of United States 
and Canadian government securities, the 
total of these investments now exceed- 
ing $1,750,000,000. 

Payments to policyholders and benefi- 
ciaries amounted to more than $533,000,- 
000. These payments were at the rate 
of about $2,000,000 per working day. 

Included in the claims paid were some 
$3,500,000 on deaths among those in the 
armed services and among civilians 
killed by enemy action. However, the 
mortality rate was slightly lower than 
in 1941. This condition, the report fore- 
casts, may not continue with the spread 
of the country’s armed forces to all 
battle lines. 

An increase of more than $1,400,000,- 
000 of insurance in force is reported. 
This was due in large measure to the 
unprecedentedly low rate of lapsation 
and surrender. 

Life insurance amounting to $26,867,- 
676,154, in force was divided: Ordinary, 
$13,571,193,913; industrial, $7,950,079,919; 
group, $5,346,402,322, and accident and 
health, principal sum benefit, $1,577,- 
397,375, with weekly indemnity of $27,- 

520,746. 

Paid-for life insurance issued, exclu- 
sive of revivals and increases, totaled 
$2,051,013,903. This was divided: ordi- 
nary, $1,114,413,106; industrial, $587,397,- 
852; and group, $349,202,945. 








$27,000. 


a period of eight years. 


WILLIAM H. KINGSLEY 
Chairman of the Board 





No Power of Withdrawal 


A policyholder was persuaded to execute a designation of 
beneficiary providing for distribution of net proceeds on a 
rather involved basis, in a comfortable insurance estate of 


Later, as a result of a long illness involving considerable 
expense, his financial circumstances were reduced and his in- 
ability to conduct his business finally resulted in the surrender 
of one policy, the lapse of another without value, the lapse of 
still another which was automatically extended for $1,693 for 


The insured died within the eight years and the sum of 
$1,693 became payable to the wife as primary beneficiary. 
Had the sum been payable in cash, it is possible that the 
widow might have been able to adjust herself within the 
period that this sum would have maintained her family. 


Unfortunately the designation of beneficiary was still in 
effect and her income was limited to monthly interest pay- 
ments on the net proceeds, without power of withdrawal. She 
was therefore entitled to the questionable security purchased 
by a gross income of about $25 annually for life. 


’* + + 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


JOHN A. STEVENSON 
° President 

















The increase in assets amounted to 
$346,868,380. 

Metropolitan has declared almost 
$103,000,000 in dividends for 1943. 

Dividends declared are on a reduced 
scale for industrial policies, effective 
Jan. 1, while on ordinary policies, effec- 
tive May 1, only minor changes have 
been made in the annual dividends. 

Surplus is now $369,769,190 as com- 
pared with $340,894,143. 


UNION MUTUAL LIFE 


Union Mutual Life of Portland, Me., 
passed an important milestone in its his- 
tory when its life insurance in force ex- 
ceeded $100,000,000. On Dec. 31, the 
exact figure was $102,621,602. Assets in 
the new annual statement stand at $28,- 
648,704, voluntary reserve $250,000 and 
net surplus $790,970. 

New paid life insurance in 1942 was 
the largest in the history of Union Mu- 
tual. It amounted to $12,721,324 and 
Was greater by 6.3 percent than in 1941. 
There was paid to policyholders $2,357,- 
861. 

Government bond holdings increased 
almost 60 percent and now represent 2 
percent of assets. 

The accident and health premium in- 
come increased 32.4 percent to a new 
high of $749,861. 


STATE FARM LIFE 


The insurance in force of State Farm 
Life of Bloomington, IIl., has passed 
$100,000,000. At Dec. 31, the exact fig- 
ure was $102,635,698. Assets increased 
almost $1,500,000 to $7,527,244 and sur- 
plus to policyholders is now $1,044,302. 

The State Farm companies for a num- 
ber of years have held annual agents 
conventions in Chicago at this time of 
the year. Last year more than 2,500 
attended. This year because of the war 
situation 104 meetings of agents were 
held in small groups Monday through- 
out the United States and Canada. Uni- 
form programs were conducted, pat- 
terned upon the type of convention usu- 
ally held and the addresses of company 
executives that would ordinarily have 
been given at the national convention 
were read by local agents, selected by 
merit. 


WESTERN LIFE, MONT. 


Western Life of Helena, Mont., as of 
Dec. 31 had assets of $17,580,470, repre- 
senting an increase of $1,136,005. Sur- 
plus to policyholders increased $190,- 
000 to a total of $2,600,000. The com- 
pany had $117.36 for each $100 of obli- 
gations. The company earned 4.64 per- 
cent on total resources in 1942. A pro- 
visonal fund of $100,000 has been set 
aside to be used to strengthen policy- 
holders’ reserves in case assumption of a 
lower rate of interest becomes impera- 
tive. Insurance in force is now $61,- 
778,715, an increase of $11,095,071. 


FARM BUREAU LIFE 


Farm Bureau Life of Columbus, O., 
registered a gain in assets last year of 
19 percent and the figure is now $5,- 
184,810. The insurance in fofce gained 
27 percent and now amounts to $66,- 
064, 721. The premium income was $1,- 

720,472, an increase of 24 percent. 


ATLAS LIFE 


Atlas Life of Tulsa in its new annual 
statement reports assets $5,253,987, 
which is an increase of better than $500,- 
000 for the year. Capital is $307,260 and 
net surplus is $209,183. Insurance in 
force stands at $48,395,381, a gain of 20.2 
percent. 


Wendell Hanselman, vice-president of 
Union Central Life, spoke at a dinner 
held by the Herman A. Zischke agency 
in Chicago. Manager Zischke presided. 
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Agent‘ as Eenentias! 
in War as in Peace 


Need for Coverage 
Even More Acute Today, 
Says J. E. Rutherford 


NEW YORK—Life insurance men 
are essential not merely because of the 
job they have done in channeling bil- 
lions in premiums annually into thrift 
and savings or in installing war bond 
payroll deduction plans but because life 
insurance is the only way of carrying 
on a man’s plans beyond death, Execu- 
tive Vice-president J. E. Rutherford of 
the National Association of Life Under- 
writers told members of the Midtown 
Managers Association, New York City. 

As the world’s greatest distributor of 
sound optimism the agent must be kept 
on the job, he said. The same old 
needs are still there, but in more acute 
form. Agents still must find prospects 
with a need, ability to pay and ability to 
pass. 

People need the services of the agents 
more than they have in many years. It 
requires $6 this year to buy the goods 
and services available last year for $5 
and men need life insurance to enable 
their families to meet their additional 
needs. 


Best Prospect in 10 Years 


The 1943 prospect can pay and he is 
the best prospect in at least 10 years. 
Every job is a bigger one as a result 
of the war and because agents are 25 
percent fewer, each man must do a one- 
third better job. The agent’s first duty 
is to serve his policyholders, whether 
they are orphans on his agency’s books 
or not. Selfishness is out for the dura- 
tion. 

The agent has to change the set of 
his sails and the answer lies within. He 
must make evening interviews. He is 
more apt to find the prospect at home 
and.in a receptive frame of mind. He 
should make more calls in his own com- 
munity. The most important rationing 
program for the agent is time ration- 
ing. Mr. Rutherford said an agent is 
either a sitter, a flitter, or a hitter. This 
is the year, he said, for the hitter, the 
man who can take the cold water thrown 
on his proposition and turn it into steam 
to get him over the hill. 

S. S. Wolfson, Berkshire Life, presi- 
dent, introduced his company’s new di- 
rector of agencies, W. Rankin Furey. 
Mr. Wolfson appointed Lester Einstein, 
Mutual Benefit Life, president of the 
New York City Life Underwriters As- 
sociation, chairman of a committee to 
coordinate activities with the various 
life insurance organizations in the city. 

H. S. Beers, vice-president Aetna Life, 
will speak March 18. 





S. S. Dunning Named Union 
Central Philadelphia Aid 


Sydney S. Dunning has been named 
assistant manager of H. S. Baketel, Jr., 
agency of Union Central Life in Phila- 
delphia. 

Mr. Dunning entered the business in 
1924 with Fidelity Mutual Life. He 
developed a training course and took 
complete charge of the supervision and 
training of all new men in the home 
office agency. He is vice-chairman of 
the home office division of the United 
War Chest, second vice-president and a 
director of the Philadelphia Association 
of Life Underwriters, member execu- 
tive committee, Philadelphia Life-Trust 
Council. 





Alexander Remains as Deputy 


Ralph Alexander, former Pennsylvania 
commissioner, who has been replaced by 
Gregg L. Neel, is remaining with the de- 
partment as a temporary deputy. He is 
able to be of much service to the new 
commissioner. 


New Security L. & A. Home Office 





Security Life 
& Accident has 
purchased the 


eight - story 
building of the 
Mountain States 
Telephone Com- 
pany at 14th & 
Stout streets in 
Denver for 
$285,000. Two 
floors will be oc- 
cupied by the 
home office and 
the structure 
has now been 
named the Se- 
curity Lite 
building. It is 
17 years old. 
The official 
opening takes 
place Friday 
afternoon of this 
week. The oc- 
casion also 
marks the 15th 
anniversary of 
the company 
and it is signifi- 
cant that at 
this time insur- 
ance in force 
has passed the 
$50,000,000 
mark. 














Strong Backing for Mass. 
Non-Medical Measure 


BOSTON—The bill to permit life 
companies to write non-medical ordinary 
in Massachusetts received strong, state 
wide insurance backing at the joint leg- 
islative insurance committee hearing on 
the measure. Massachusetts and Louisi- 
ana are the only states not permitting 
non-medical underwriting. 

The bill is sponsored by the Massa- 
chusetts Association of Life Underwrit- 
ers, and was proposed to meet the in- 
creasing shortage of medical examiners. 
M. G. Summers, legislative committee 
chairman of the Massachusetts associa- 
tion; Wesley Monk, general counsel 
Massachusetts Mutual Life; G. P. 
Smith, president of the Massachusetts 
association; W. C. Cobb, head of the 
Boston association; V. R. Booth, coun- 
sel New England Mutual Life, and 
Gerhardt Bleichen, counsel of John Han- 
cock Mutual, were among those who 
appeared in favor of the bill. Commis- 
sioner Harrington favors the measure 


Policyholder Deaths in 
Armed Forces in 1942 





Killed 
in Other Total 

Action Causes Paid 
American Life, Ala... 1 5 $ 9,500 
Federal Jil6: ..0 66s 2 2 ,000 
Great Northern Life 2 ae 10,052 
Jefferson Standard... 84 90 215,626 
Illinois Bankers Life 26 45 9,980 
Oregon Mutual Life. 8 ee 20,500 
Pacific Mutual Life. 18 . Megas 
Pan-American Life... 18 6 72,008 
RRA UMN ose 5 os ererace- scat 11 0 2,941 
LA VOWOUS:  i:05 6.5080 s 87 : 358,000 
Union Mutual Life... 7 1 17,442 
Western Mutual .... 2 1 3,000 
Name withheld .... 56 53 424,000 








with the reservations of some limitation 
on the amount of non-medical that may 
be issued on a single life and a time 
limit on operation of the bill. 





Revise Los Angeles Closing Time 
LOS ANGELES—The opening and 

closing hours of insurance offices here 

have been revised so that no employe 


* total 


In Force Up 3.1% 
Sales Down 13% 


Rate of Terminations in 
‘42 Lowest in History 
Research Bureau Finds 


Ordinary life insurance in force jn- 
creased $2,158,000,000 during 1942, to a 
total of $72,505,000,000, or at the rate of 
3.1 percent. This is the experience of 
82 companies having 85 percent of the 
ordinary in force, exclusive of 
group and weekly premium, as gathered 
together by the Sales Research Bureau. 

The record of these companies for the 


past five years, last three ciphers 
omitted, has been: * 
Ins. in 
Force New Pet. 
End Busi- Termi- Net of 
of Year ness nations —" aie 
1938 $64,785 $5,359 $4,366 93 
1939 66.064 5,277 99 1,278 20 
1940 67,719 5,399 3,744 1,655 2.5 
1941 70,347 6,037 3,409 2,628 3.9 
1942 72) 505 5,256 3,998 2,158 3.1 
The volume of terminations for 1942 


was lower than for any year since 1924, 
while the rate of termination (4.4 per- 
cent) for 1942 was the lowest since 
1900 and very probably the lowest in 
history. 

New sales in 1942 were 13 percent 
under the sales for 1941. 

In January of this year sales totaled 
$485,782,000 or 52 percent less than the 
record for January of 1942 and 26 less 
than the average for January during 
1938-42. 





Labor Relations Order 


The labor relations board at Sumter, 
. C., has issued an order instructing 
Industrial Life & Health to cease and 
desist in any manner from interfering 
with, restraining, or coercing employes 
in their self-organizational rights and 
post compliance notices for 60 days. At 
the same time the board dismissed the 
complaint insofar as it alleged that In- 
dustrial L. & H. discriminated against 
an employe. The charges were filed by 
American Federation of Industrial & 
Ordinary Insurance Agents Union 
23156, AFL. 








can be released between 4 and 5.45 p. m. 
Under the old schedule insurance offices 
other than life home offices had to stay 
open until 5:45 p. m. so now they can 
close before 4 p. m. but not between the 
two times. 
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98 Annual Statement to its Policyholders 


The accompanying 98th Annual 
Statement of Condition reflects the 
consistent policy of the Company to 
support the government in its war 
effort, as it has done in past wars, 
and to give the greatest possible pro- 
tection to its policyholders. 


The following are some pertinent 
facts relating to the Company’s busi- 
ness and its Statement for the year 
1942: 


1. The assets of the Company 
were increased during the year by 
$154,000,000 to a total figure of 
$3,142,000,000. 


2. Of this amount over 
$1,266,000,000, or approximately 40 
per cent of the total assets, are United 
States Government obligations, the 
Company having increased its net 
holdings of these obligations by about 
$379,000,000 during the year. 


3. About 1,270 of the Company’s 
employees and agents are in military 
service. 


4. At the end of 1942 there were 
over 3,080,000 policies in force repre- 


ASSETS 


MR co's wakcacecks oa tew ews 


All other Bonds: 


Ww 


senting a total of approximately 
$7,130,000,000 of life insurance, a net 
increase of over $117,000,000 during 
the year. New insurance in 1942 
amounted to $403,000,000. Although 
this is 944 per cent less than the 
amount of new insurance paid for in 
1941, our active agency force in 1942 
was reduced by about 20 per cent, 
primarily through war service. Lapses 
and surrenders were the lowest in 
over twenty years. 

5. After making appropriate addi- 
tions to policy reserves and after 
writing down the book values of real 
estate and mortgage loan assets to 
conservative current valuations, the 
Company has added $13,813,000 to 
its Surplus Funds for general con- 
tingenciess These funds now exceed 
$200,000,000. 

6. The Company has declared the 
same scale of annual dividends for 
1943 as for 1942. This means that 
about $32,000,000 in dividends are 
available for payment to policyhold- 
ers during the year 1943. 

Through periods of prosperity and 


STATEMENT OF CONDITION 
December 31, 1942 


depression, epidemics, wars, and in- 
evitable post-war adjustments, the 
New York Life Insurance Company 
has for the 98 years of its existence 
made safety its first consideration. In 
doing so the Company not only has 
successfully protected its policyhold- 
ers and their beneficiaries but also 
has been an important stabilizing 
factor in the family and economic 
life of the nation. 


A more complete report as of 
December 31, 1942, containing addi- 
tional statistical and other informa- 
tion of interest about the Company, 
will be sent upon request. A list of 
bonds and preferred and guaranteed 
stocks owned by the Company is also 
available. These booklets may be ob- 
tained by writing to the New York 
Life Insurance Company, 51 Madi- 
son Avenue, New York, N. Y. 


ay lai 


President 


LIABILITIES 


$57,827,511.14 
Contracts....... 


1,266,655,610.00 


Reserve for Insurance and Annuity 


$2,507,400, 139.00 


Present value of amounts not yet due 
on Supplementary Contracts. .. . 


212,093,544.26 


State, County and 
Municipal..... $143,930,636.00 
Railroad........ 270,326,948.00 ) 926,260,695.00 
Public Utility... 356,276,193.00 
Industrial and 
Miscellaneous.. 62,858,875.00 
Canadian....... 92,868,043.00 
Stocks, preferred and guaranteed. .. 
First Mortgages on Real Estate... . 
Policy Loans and Premium Notes. . 
Real Estate: 
Home Office. .... $13,437,231.00 ) 
Other Properties.. 64,064,529.62 J 


85,250,972.00 
414,391,747.22 
256,337,031 .57 


77,501,760.62 


Interest and Rents due and accrued. 25,613,885.88 
Deferred and Uncollected Premiums 

CUI iorsain ixcaloe Dae oo eae oe 31,030,854.75 
Other Ae, oo ral es 1,361,985.90 





$3, 142,232,054.08 





Of the Securities listed in the above statement, Securities 
valued at $44,527,738.00 are deposited with Government 
or State authorities as required by law. 


Policy Claims in process of settle- 
ment, or incurred but not yet re- 
INURE ston caer ci eds oan ss: 

Dividends left with the Company. . 

Premiums, Interest and Rents paid 
UE RGNEMEG oie decach a dexcee 

Reserved for other Insurance Lia- 
DAMMUON So a. cered cesinswoxaens 

Dividends payable during 1943... . 

Reserve for fluctuations in Foreign 
COIS oo nivina p'diciciceans.s 


13, 172,607.04 
138,360, 197.17 


16,176,858.80 


5,300,390.34 
32,090,061.00 


4,000,000.00 


Miscellaneous Liabilities. ......... 11,885, 125.85 





Total Liabilities.......... $2,940,478,923.46 
Surplus Funds held for general 
CONTINZENCIES. . wee eee eeceee 201,753,130.62 





$3,142,232,054.08 





*This reserve is held chiefly against the difference be- 
tween Canadian currency Assets and Liabilities which 
are carried at par. 


The New York Life Insurance Company has always been a mutual company. It started business on 
April 12, 1845 and is incorporated under the laws of the State of New York. The Statement of Condition 
shown above is in accordance with the Annual Statement filed with the New York Insurance Department. 
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Wm. Montgomery 
Marks 50 Years 
as Acacia’s Head 


William Montgomery, president of 
Acacia Mutual Life, this year is mark- 
ing a half century of service as direct- 
ing head of the company. 


Mr. Montgomery was born in 
County Tyrone, North Ireland, in 
1869. In that same year, in Washing- 














WILLIAM MONTGOMERY 


ton, D. C., Congress chartered a small 
local benefit society. Twenty-four years 
later, in 1893, Mr. Montgomery became 
that society’s sole employe. From that 
day to this, the careers of Acacia and 
Mr. Montgomery are indissolubly inter- 
twined. 

When Mr. Montgomery took over 
the management of the benefit society 
its assets were less than $10,000, its in- 
surance in force was but $300,000, and 
the disheartened directors were plan- 
ning its liquidation. Mr. Montgomery 
proposed that before closing up and re- 
linquishing the Congressional charter 
he be permitted to “see what I can do 
with the society.” 

Under Mr. Montgomery’s leadership 
the little society has grown into a great 
life insurance company. The assets 
have grown to more than $100,000,000 
and insurance in force is $470,000,000. 

The society’s business 50 years ago 
was conducted in a tiny office over a 
hat store in Washington. Its activities 
were confined to Washington. Today 
the nation-wide affairs of Acacia are di- 
rected from a modern, efficient home 
office building across from the Capi- 
tol building, and the company has 
branches in 60 cities. 


Accomplishment Well Recognized 


To have built a mutual life company 
from practically nothing to the present 
position of Acacia entirely within the 
span of his own 50 years is an accom- 
plishment that is recognized through- 
out the business. The growth was 
achieved entirely through the direct ef- 


forts of Acacia’s own agency force. 
Acacia has not engaged in brokerage, 
reinsurance, annuities or group. or 


wholesale insurance. 


Mr. Montgomery from the earliest 
days, had advanced conceptions of the 
place Acacia should occupy. From 


time to time he brought about the 
amendment and liberalization of Aca- 
cia’s Congressional ‘charter by which 
the activities of the company have been 
extended, and many progressive steps 
have been taken, such as adoption of 
the legal reserve basis, the creation of 
Acacia as an old line mutual company, 
and the reduction in premium rates by 
which Acacia sold profit-sharing insur- 
ance at non-participating rates. 

Mr. Montgomery on Sept. 22, 1922 
cbtained from Congress an amendment 


“ 


which provides “. .. That the company 
shall forever be conducted for the mu- 
tual benefit of its policyholders and 
their beneficiaries and not for profit.” 

On the theory that “a lapsed policy is 
a loss to the policyholder, a loss to the 
company and a loss to the agent who 
wrote it,’ Mr. Montgomery created a 
plan under which agents are compen- 
sated not merely upon volume written 
but upon the amount of insurance main- 
tained in force. 

Mr. Montgomery today is a man of 
vigor and energy and he is devoted to 
Acacia’s welfare. Despite long hours in 
the service of the company he devotes 
attention to many civic activities. He is 
on the executive committee of the Com- 
munity War Fund, and a director of the 
Y. M. C. A., Garfield Hospital, Metro- 
politan Police Boys’ Club, and Public 
Library, 





Provol Leads American Mutual 


The B. F. Provol agency, Chicago, 
led all American Mutual Life agencies 
in paid-for business in January. The 
Provol agency was second in applica- 
tions and second in paid premiums in 
1942 with a 10 percent increase. Three 
agency members attained company hon- 
ors for 1942: Joseph E. Stewart, Pio- 
neer Club, John Dundek, Pacemaker, 
and B, F. Provol, general agent, Presi- 
dent’s Club. 


McConney Tells N. Y. Group 
of Compensation Plans 


NEW YORK—New plans of com- 
pensation are being developed which 
recognize the agent’s functions of pro- 
curing business, inculcating the habit of 
paying premiums and servicing the busi- 
ness, E. M. McConney, vice-president 
of Bankers Life of Iowa, stated in an 
address to members of the Greater New 
York Life Managers’ Association. 

The waste in agency management 
must be reduced and the money used 
for building purposes. Definite meas- 
uring rods must be evolved. 

Mr. McConney’s address was along 
the lines of those he gave at the Life 
Agency Officers-Sales Research Bureau 
meeting and at Baltimore and District 
of Columbia sales congress. 

The sales congress of the New York 
City association, March 18, will be de- 
voted to what specific sources of busi- 
ness there are today, H. D. Josephson, 
Mutual Benefit Life, said. T. J. Cullen, 
acting New York superintendent, was a 
guest. 


Oppose Cancellation Bill 


._ BOSTON—Life companies are oppos- 
ing a bill in the Massachusetts legisla- 
ture which would enable an insured to 
cancel either his life or disability cover- 


age in a combined contract and leave 
the remaining coverage in force. It was 
recommended by Commissioner Har- 
rington. 

Wesley E. Monk, counsel for Massa- 
chusetts Mutual Life, representing also 
John Hancock, New England Mutual, 
Columbian National, Prudential and 
other companies, strongly opposed the 
proposition. It was pointed out the in- 
sured might cancel the life part of the 
policy and secure a non-cancellable ac- 
cident and health policy. If the compa- 
nies were not allowed credit for reserves 
for non-cancellable accident and health 
policies in their tax returns, it might 
greatly increase their taxes, it was held, 


Mass. Mutual Blood Donations 


A mobile unit of the American Red 
Cross was kept busy a full day at the 
Massachusetts Mutual Life home office 
receiving blood donations for the armed 
forces. More than 200 volunteers had 
registered as donors, more than the unit 
could handle in one day. 


Fischer Renamed in Iowa 


DES MOINES—Governor Hicken- 
looper sent to the senate the name of 
Charles R. Fischer for reappointment 
as insurance commissioner. Confirma- 
tion by the senate is expected to be 
routine. Mr. Fischer’s present term, his 
first, expires June 30. 





On the 





Right Track 
—~ Always 


The Lincoln National Life “Sales-Kit” sys- 
tem keeps sales efforts on the track. 


Each kit contains market analyses, prospect- 
ing hints, sales talks, direct mail, and ap- 
proaches. These kits cover a wide variety of 
subjects including business insurance, Educa- 
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efficiency. 
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tional insurance, Mortgage Redemption insur- 
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Old Pacific Mutual 
Stockholders Take 
Positive Action 


A protective committee has been or- 
ganized by the stockholders of the old 
Pacific Mutual Life and they have filed 
with the Securities & Exchange® Com- 
mission a registration statement cover- 
ing deposit receipts of 508,000 shares of 
common stock of the old company. 
Their purpose is to assure return of the 
company to the old interests. 

A. C. Balch, a director of Southern 
California Gas Company; F. C. Rand, 
chairman of International Shoe Com- 
pany, and Leslie Waggener, chairman 
executive committee Republic National 
Bank of Dallas, are named as the com- 
mittee of members and Mr. Balch and 
Mr. Waggener are named as voting 
trustees for the stock deposited. The 
shares are alleged to have a market 
value of $9. The stock, it is under- 
stood, sold for as low as $3 and there 
have been sales in recent months for 
around $6. George I. Cochran, former 
president, is believed to be the largest 
stockholder. He had at one time 40,000 
shares. 

The stockholders committee is prepar- 
ing a plan of rehabilitation that will be 
submitted to Commissioner Caminetti 
of California. The commissioner holds 
title to 100,000 shares of stock of the 
new Pacific Mutual Life of par value 
of $100, as trustee. This stock is to 
be distributed to stockholders of the old 
company when all noncancellable bene- 
fits have been fully restored to policy- 
holders. 

In its registration statement, the com- 
mittee declares that the move is neces- 
sary to provide adequate representation 
of stockholders so that joint action can 
be taken to protect their interests until 
they “have been fully restored to en- 
joyment of properties and rights vested 
in them as stockholders of the old com- 
pany” or until mutualization has been 
accomplished as provided in the 1936 
rehabilitation plan. 

The fact that Pacific Mutual recently 
restored some of the benefits of non- 
can policyholders may have prompted 
the stockholders to go into action at 
this time. 








Few Changes in Mich. 
Department Personnel 


LANSING, MICH. — David A. 
Forbes, newly appointed Michigan Com- 
missioner, will find only one vacancy in 





DAVID A. FORBES 


the departmental staff as he assumes his 
duties this week. Most offices in the 
department are under civil service. 
Horace B. Corell, who has served as 
acting commissioner since the first of 
the year, resumes his old position of 
deputy commissioner, a post he held for 


15 years prior to his displacement two 
years ago. 

The change in Mr. Corell’s status au- 
tomatically forced out Frank Cordero, 
Commissioner Berry’s selection as dep- 
uty, who had been retained on the staff 
while Mr. Corell was acting commis- 
sioner. 

Mr. Corell removed as superintendent 
of the licensing division Charles Crane, 
a political appointee who had held the 
other non-civil service job in the depart- 
ment. That position remains vacant. 





The Guertin measure has been intro- 
duced in the New Jersey legislature. 


Survey Participation of 
Colo. Agents in War 


The Life Agency Managers Associa- 
tion of Denver made a survey of what 
has happened to the agency forces in 
Colorado during the war and also the 
results obtained in the sale of war bonds 
and of other war time activities of the 
life insurance producer. Of the 710 
life insurance field men in the state on 
Jan. 1, 1942, 143 have gone into the 
armed forces and 127 into war work. On 
Dec. 31, 1942, there were 489 active life 
insurance producers in the state. Of 
these 181 are working on salary savings 


war bond sales, 73 took part in the Vic- 
tory Fund campaign, others are active 
in the sale of war stamps, 82 are serv- 
ing as air raid wardens, 14 as fire war- 
dens, 19 are members of the police aux- 
iliary. Others are active in U.S.O., 
draft boards, as blood donors, etc. 
More than $40,000,000 has been in- 
vested in war bonds and stamps through 
the efforts of the Colorado life insur- 
ance people. Field men and life agency 
office employes during 1942 purchased 
$274,480 in bonds and stamps. Em- 
ployes of 581 firms are now buying 
bonds at the rate of more than $1,000,- 
000 a month under salary savings plans 
installed by Colorado life agents. 


EXTRA DIVIDENDS my 
SWEEPING PROGRESS 


Insurance and Electric Sweepers! That’s an 
odd comparison, to be sure! And yet in look- 
ing over Columbus Mutual’s past there is one 
striking likeness. Through the years they’ve 
both shown steady, uninterrupted progress. 
When this antiquated looking sweeper was 
the last word in housekeeping miracles—and 
even before—Columbus Mutual had laid the 
solid foundation on which it has steadily built. 


* & 





Instead of dividends in greater convenience 
it was then paying dividends in another form. 
Dividends paid to policy holders were at a 
rate that independent insurance fact-finding 
services say were well above the average. 
And as consistently as the electric sweeper 

has been improved from year to year, these 

extra high dividends have been regularly 

declared up to this day. 


JEPAYS.. as (ft EARNS.. asit SAVES 


Whether it’s product or service, progress 
typified by these records of continual 
advancement demonstrates sound and alert 
management ... a quality that Columbus 
Mutual also has shown it possesses in a num- 
ber of other ways. 

Throughout its history it has shown a steady 
increase in surplus, a higher renewal percent- 
age, low declination rate, consistent increase 
in insurance in force and an exceptional rate 


of interest earned. All of these factors re- 
veal a healthy, growing condition that 
you want in the company back of insur- 
ance you possess or sell. 

If you’d like to know what we further 
offer the insurance man, we'll gladly send 
you copies of our sales plans, annual 
statement and “Golden Rule” Contract. 
Just drop us a note today. No obliga- 
tion whatsoever. 


ADDRESS: D. E. BALL, PRESIDENT 
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Danaher Praises 
Insurance in War 





(CONTINUED FROM PAGE 3) 


must be dealt with and the trust agree- 
ment must be explained to all. The 
agent must be subject to call at all 
times, and installation of a pension trust 
case requires an organization. If an 
agent is not adequately equipped, the 
oom of the operation will bankrupt him. 

Grant Taggart, president of The Na- 
tional Association of Life Underwriters, 
spoke on “Gearing Our Business to Vic- 
tory.” 

A surprise visitor was Ralph Engels- 
man, Penn Mutual general agent in New 
York, now serving the Treasury Depart- 
ment in charge of payroll war bond 
sales. “The life insurance man today is 
no average man, but a superman,” he 
declared. “The status of the life man is 
that of selling war bonds and war 
stamps; selling life insurance and put- 
ting money in thrift pockets for future 
delivery.” 

Regarding war bond payroll deduc- 
tions Mr. Engelsman stated that in De- 
cember, 1941, 700,000 people were buy- 
ing $5,000,000 a month through 20,000 
firms: and today 26,000,000 people are 








—* 


*THE CHICAGO AS. 
SOCIATION’S “SELLING LIFE 
INSURANCE UNDER WAR. 
TIME CONDITIONS” certainly 
got away in a blaze of glory. the 


enrollment running close to the 
440 mark. 
* % 

HERE IS EVIDENCE, if evi- 
dence were needed, that the aver- 
age agent is hungry for the kind 
of help which will bring him solu- 
tions for today’s problems. 

a * * 
IF YOUR ASSOCIATION is 
planning to carry out the “Selling 
Life Insurance Under War-Time 


Conditions” series of clinics, by 
all means give the movement 
your full cooperation. There is 


power in the plan, power to help 
men understand the times in 
which we live and to move with 
them. 
* * a 

IF YOUR ASSOCIATION 
does not have .room in its sched- 
ule for the plan, then consider the 
possibilities in using the “Selling 
Life Insurance Under War-Time 
Conditions” as an agency project. 
The problem from now on def- 
initely is one of doing more with 
the men you have and that calls 
for a thorough job of retraining 
to sell under war-time conditions. 


PAUL SPEICHER 
Managing Editor 


THE INSURANCE 
RESEARCH & REVIEW SERVICE 
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buying $400,000,000 a month through 
170,000 firms and a great part of this 
job has been done by the life insurance 


man. 
Wilbur W. 


Hartshorn, manager of 
Metropolitan Life at Hartford and 
N.A.L.U. trustee in speaking on “Sell- 


ing the Average Man in 1943”, said that 
no one can starve as artistically as the 
life insurance man who is not willing to 
face facts. The average policy written 


in 1940, in the District of Columbia was 
$2,366; in 1941, $2,501, and for the first 


six months of 1942, $2,591. In Maryland 
for 1940, it was $2,145, 1941, $2,237, and 
for the first six months of 1942, $2,397. 
It is the class that buys the average size 
policy that will help make a living in 
life insurance. 

Mr. Hartshorn said 78 percent of the 
business today is written in the evening 
at the prospect’s home and usually the 
wife is present and must be considered. 

Referring to gas rationing Mr. Hart- 
shorn remarked: “Gee, if there wasn’t 
gas rationing, what I could do. In 
1933 the agent had all the gas and tires 
he needed, but men didn’t have any 
money; now the agent can't travel, but 
men have money. Which situation do 
you prefer? With gas rationing, the 
man is at home; he has few visitors and 
is glad to see you. 

“Mr. Average man is on the run, so 
be brief and state concisely and quickly 
as possible your story which should be 
well planned and thought out. Pictures 
are helpful and of great interest; projec- 
tions are not good for the small buyer. 
Close him on the first interview; pros- 
pect in advance. Collect premiums on 
the annual basis, it is easier to get than 
the quarterly premium. 

“It is your obligation to see every 
man. This might mean a 48 hour week, 
but what a volume could be written. 
Make it fun; if it isn’t fun, get out of the 
business. You must like people to see 
them. Your friend has a prospect, ‘don’t 
high-hat him’!” 

Speaking of the “Problems of the Life 
Underwriter Today”, B. N. Woodson, 
assistant manager the Sales Research 
Sureau, stated that the solutions are dif- 
ferent in detail but are the same in 
principle. Life insurance is a solution 
to a financial problem. 

The hardest way is without life insur- 


ance and the easiest way is by life in- 
surance. 
E. M. McConney, vice-president of 


Bankers Life of Iowa, made a profound 
impression, when he gave the speech 
that attracted so much attention at the 
Research Bureau-Agency Officers con- 
vent’on in Chicago. 

Carl W. Harvell, president of the Del- 
aware Life Underwriters Association, 
manager of Metropolitan Life, brought 
greetings. 


To Give Insurance 
Aid to Soldiers 


(CONTINUED FROM PAGE 1) 


of the life insurance sub-section of the 
adjutant general's office, more than $40,- 
000,000,000 in National Service Life In- 
surance has now been sold. Men who 
are entering the army at this time, he 
said, are almost uniformly buying the 
government coverage, and the major 
problem is to sell those who have been 
in the service for some time. It is in 
this field that the underwriters’ service 
bureaus are active. 

Leading the New York work are 
George P. Shoemaker, Provident Mu- 
tual, public relations vice-president, and 
Wheeler H. King, New England Mu- 
tual, chairman of the bureau. Their as- 
sistants include Frank J. Mulligan, Mu- 
tual Benefit, and Sidney L. Wolkenberg, 
Union Central, sub-chairmen; Gilbert 

Austin, Aetna Life; Edward Rosen- 
baum and Pasqualle A. Quarto, John 
Hancock Mutual; David B. Fluegelman, 
Northwestern Mutual; J. Fred Speer and 





Jack Karp, Equitable Society; Carl 
Haas, Union Central; Bernard Eisen- 
berg, New England Mutual; and Blair 


H. Feeley, Metropolitan. 


Statement Filing Date in 
W. V. Advanced to April 1 


Commissioner Sims of West Virginia 
announces that he has granted all com- 
panies a 30-day extension of time for 
filing annual statements in his state. 
Hence the deadline is now April 1 in- 
stead of March 1. 





Require War Risk Reserve 


The executive committee of the Na- 
tional Association of Insurance Com- 
missioners has ruled that accident and 
health insurers that issue policies in- 
cluding any war hazard shall set up a 
reserve of 1 percent of the premiums 
charged for the complete coverage. This 
is to be reported on line 28, page 5. 





Bankers of Neb. Appointments 


Henry W. Fouts, who has been re- 
gional manager in Iowa and South Da- 
kota for Bankers Life of Nebraska, has 


been recalled to the home office as su- 
pervisor of agencies, covering Nebraska, 
South Dakota, Kansas, Iowa and Mis. 
souri. Before becoming regional man- 
ager, he was in supervisory work for 
the company. 

Kendrick Ott has been appointed 
sales promotion manager of Bankers 
Life. He has been engaged in promo- 
tional work, in person and over the 
radio,.for a number of years. 





Matthews Suit Settled 


LINCOLN, NEB.—Settlement of the 
action brought by the Nebraska depart- 
ment to enforce collection from Jack 
Matthews, former president of Cosmo- 
politan Old Line of Lincoln, of the 
$191,300 judgment obtained seven years 
ago, has been submitted for court appro- 
val. Matthews’ daughter has offered to 
buy the judgment for $40,000, and the 
parties interested have approved. Mat- 
thews has been ill for months with 
heart trouble. The company is being 
liquidated through Lincoln Liberty Life. 





Home Office 





THIS YEAR OF THE WAR 
WILL BE A TESTING PERIOD 
FOR LIFE INSURANCE 


BY THE SERVICE RENDERED THE 
NATION WILL IT BE JUDGED 


GREAT SOUTHERN MEN JOIN ALL 
OTHER LIFE UNDERWRITERS 

IN A PLEDGE TO THE NATION OF 
RENEWED SERVICE FOR 1943 
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LIFE INSURANCE COMPANY 


E. P. Greenwood, President 


Houston, Texas 

















February 26, 1943 


LLFE INSURANCE EDITION 


9 








ACCIDENT ; 


A. & H. Bureau Sets Annual 
Meeting for May 26-27 


The annual meeting of the Bureau of 
Personal Accident & Health Under- 
writers has been set by the governing 
committee for May 26-27. The meeting 
probably will be held in New York. Ray 
A. Payne, Travelers, was named chair- 
man of the committee on arrangements, 
the other members being Paul H. 
Rogers, Aetna Life; W. E. Kipp, In- 
demnity of North America, and Ray L. 
Hills, Great American Indemnity. 

Harry Prevost, the new chairman of 
the governing committee, has been with 
the A. & H. department of U.S. F. & G. 
since graduating from college in 1915. 
He also looks after the underwriting of 
professional liability insurance. He be- 
came A. & H. superintendent of U. S. 
F. & G. in 1936 and was appointed as- 
sistant secretary in 1940. 











Joint Group Plan for 
Kaiser Plants on Coast 


SAN FRANCISCO—A joint contract 
covering employes for group medical and 
hospitalization has been put into effect 
on the northern California permanent 
employes of the Henry J. Kaiser cor- 
poration. The plan was developed by 
Milton Monasch, specialist in this type 
of insurance. Fireman’s Fund Indem- 
nity covers the non-occupational haz- 
ards and Bankers Life of Iowa the 
other risks. The required 75 percent 
participation was signed up within a 
few days. 

The plan includes hospital up to 100 
days; miscellaneous hospital expenses; 
surgical operations up to $225; doctors 
visits, x-ray, ambulance and blanket ex- 
pense coverage for non-occupational ac- 
cidents. Doctors’ visits for non-surgical 
cases include up to 100. It includes all 
permanent employes regardless of sex 
and includes maternity, with a nine 
months waiting period, for women who 
become insured more than 31 days after 
the effective date of the plan. The cov- 
erage does not include employes in the 
Kaiser shipyards. 


IN U. 5. WAR SERVICE 


Chalmers F. Zahniser, director of 
agencies for Standard Life of Pittsburgh 
has been commis- 
sioned a lieutenant 
in the naval re- 
serve, bureau of 
aviation, and has re- 
ported for training 
at Quonset Point, 
R. I. Mr. Zahniser 
started with the 
Standard Life as a 
field supervisor in 
1932. Later he was 
appointed general 
agent in Pittsburgh. 
He became director 
of agencies in 1942. 

Thomas G. Herbert, Denver manager 
of Guardian Life, who is vice-president 
of the Denver Association of Life Un- 
derwriters and president of the Life 
Agency Managers Association of Colo- 
rado, has been commissioned a lieuten- 
ant in the navy, air force administration 
branch, and will leave shortly for a 
naval air base. 

Ernest Smith, one of Occidental Life’s 
leading producers in Los Angeles before 
joining the army air corps—with a rec- 
ord of $980,000 last year up to the time 
of joining the army—has been appointed 
insurance officer for the fourth air com- 
mand in San Francisco. 

Harry Phillips, Jr., of the Ralph G. 
Engelsman agency of Penn Mutual Life 
in New York, now a captain in the air 
force at a gunnery school, must have 














Cc. F. Zahniser 





thought January was like old times 
when he was assigned to encouraging 
mmebers of his squadron to buy govern- 
ment life insurance. He did a good 
year’s business that month, his “produc- 
tion” being 226 policies for a little over 
a million. He also lectured on life in- 
surance to the insurance officers of each 
squadron at the field. 


R. Blayne McCurry of Indianapolis 
has received a commission as lieutenant 
in the naval reserve and will report to 
Ft. Schuyler, N. Y., March 1. He is 
editor of the Estate-O-Graph, a monthly 
pictorial service illustrative of the needs 
and uses of life insurance published by 
the Rough Notes Company. 


V. C. L. Simpson of West Los An- 
geles, Cal., agent of Minnesota Mutual 
Life and life manager of the J. E. 
Chappelle agency, has enlisted in the 
army and is at Camp Sibert, Ala. He 
is a son of C. H. Simpson, general 
agent of Minnesota Mutual in Long 
Beach, who also conducts a fire and 
casualty agency there. 

Thomas Guhman, assistant manager 
of the Metropolitan Life office at 4339 
Natural Bridge avenue, St. Louis, has 
been inducted into the army. 

Miss Genevieve Richner, for nearly 
six years a member of the home office 
sales department of Business Men’s As- 
surance, and Miss Anne Getty of the 
supply department, who went to the 
B. M. A. from the Liberty Life, have 
started their WAAC training at Fort 
Des Moines. The Business Men’s now 
has three girls in service with the 
WAACs, one of whom, Miss Ivy Bur- 
dett, formerly of the Wichita branch 
office, now holds the rank of sergeant. 

Edward L. Sittler, Jr., agency organ- 
izer for the A. H. Bennell Agency of 
Mutual Life of New York at Pittsburgh, 
will enter the army’s volunteer officer 
candidate division on Feb. 27. He has 
been with the agency for six years. 

J. B. Knight, assistant secretary of 
Lamar Life, has been commissioned a 
lieutenant (j.g.) in the naval reserve and 


H. P. Gravengaard Starts 
New Work with Diamond 
Life Bulletins Monday 


THE NATIONAL UNDERWRITER  an- 
nounces that H. P. Gravengaard will on 
March 1 join the Diamond Life Bulle- 
tins as associate editor, under Abner 
Thorp, Jr., managing editor. Mr. Gra- 
vengaard’s education and experience 
give him ideal qualifications for his new 
work. He is widely known to life men. 

Like A. R. Jaqua, who has been as- 
sociate editor for many years, Mr. Gra- 
vengaard was born in _ northwestern 
Iowa and attended the University of 
Nebraska. After graduation there he 
spent two years at Harvard, and later 
joined Aetna Life at the home office. 
After making some records in produc- 
tion he was assigned the work of writ- 
ing the Aetna’s first correspondence 
training course, which has been highly 
praised and is still in use by that com- 
pany, with such modifications as time 
required. He took a general agency of 
Aetna Life in Columbus, O., and after 
five years went to Toledo as general 
agent of New England Mutual, start- 
ing “cold.” He leaves New England 
to join the Diamond Life Bulletins. 


Headed Two Associations 


In both Columbus and Toledo he rose 
to the presidency of the local associa- 
tion of life underwriters, and became 
national councillor of each. During the 
first war, Mr. Gravengaard enlisted in 
the marine corps. He won honors as 
a marksman and then became an in- 
structor in machine guns at the marine 
corps training depot at Quantico, Va. 
At Harvard he spent one year in the 
law school and one in the graduate 
school of government and economics. 
He is a member of Phi Beta Kappa and 








has reported to the naval training school 
at Dartmouth College. He was man- 
ager of the policy department before be- 
coming assistant secretary. 


Robert Sanders Again Has 
Outstanding Record 
for Business Men‘s 


Business Men’s Assurance announces 
another outstanding record for Robert 
Sanders. 

For the 10th time since joining 
B. M. A. in 1929, Mr. Sanders led the 
entire field force in volume of business, 
with an increase of 33 percent over his 
own previous high record established 
in 1937, and a gain of 76 percent over 
his 1941 production. He has been 
president of Life Club five times and 
has qualified as a life member of the 
Million Dollar Round Table. 

An indefatigable worker, he stresses 
the importance of careful planning of 
each day’s work for the month ahead. 
The bulk of his business is program 
sales to leading business and profes- 
sional men; his favorite presentation, 
retirement income. 

In 1942 he assumed the additional re- 
sponsibility of managing the B. M. A., 
San Diego, Cal., branch and in his first 
year as manager that office ranked 
fourth in volume of business among the 
20 branches. ; 

J. H. Tetley, second ranking pro- 
ducer, who becomes president of the 
Grant Club since managers are in- 
eligible for office in the production 
clubs, was recruited and trained by 
Manager Sanders. 











Phi Alpha Tau, honorary fraternities, 
and Pi Kappa Alpha, social fraternity. 

Mr. Gravengaard has been in demand 
as a speaker in life insurance circles. 
After writing the company’s correspon- 
dence course, he established a_ field 
training school (of three weeks’ dura- 
tion) which he conducted in Aetna 
agencies from Boston to Seattle. He 
will make his home in Cincinnati. 





Ask your company for the Little Gem 
Life Chart, when requesting your up-to- 
date reference book—it gives much more 
information. 






















Ralph R. Lounsbury, President 
W. J. Sieger, V. P. & Supt. of Agencies 


Pass the Ammunition 


Our job at the Home Office is to make sure our 
agents on the “firing line” have “what it takes” to 
guarantee success. In addition to the regular “run 
of the mine” policies, they are equipped with mod- 
ern, streamline, salable contracts designed to meet 
the needs of present day conditions. 


A constant flow of new, improved sales material 
guarantees a continuance of enthusiasm which is so 
essential to the success of all field men. 


A close personal relationship, an understanding of 
the problems of the men in the field, together with 
a liberal commission scale, will make this fighting 
year of 1943 even more profitable for Bankers 
National agents. 


NATIONAL LIFE 


Insurance Company .... . 


Montclair, N. J. 
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EDITORIAL 


COMMENT 





Refreshing News from Michigan 


There are two gratifying announce- 
ments coming out of Michigan, the first 
being the temporary withdrawal of the 
governor’s recommendation proposing 
that the state insurance department be 
combined with the banking department, 
corporation and securities commission 
building and loan and finance company 
divisions and the public trust commis- 
sion. This double-decked scheme has 
been tried in a number of states and it 
is a failure because there is no definite 
responsibility placed on anyone for at 
times the immediate head of the state 
insurance division assumes authority and 
at other times the supervising head so it 
is difficult to find who is really the chief. 
The state insurance department is one 
of the most important in the state’s cabi- 
net. Its responsibilities are far reaching 
and heavy. It should not be combined 
with any department. It is one of the 
greatest financial contributors to the state 
revenue. If any department deserves a 


separate head certainly this one does. 

The second pleasing news from Mich- 
igan is the appointment of David A. 
Forbes of the well known local agency 
of Forbes & Belknap of Grand Rapids as 
insurance commissioner. He is a man 
of the highest integrity. He is non-par- 
tisan, a man of broad knowledge of the 
insurance business, one who is interested 
in the public welfare. He has served 
insurance in various capacities and has 
given a good account of himself. It is 
men of Mr. Forbes’ type that raise the 
standards of public service. 

A third announcement might be in- 
cluded and that is the appointment of 
Horace B. Corell as deputy insurance 
commissioner, a position where he served 
with great credit to himself for 15 years 
prior to his removal two years ago by 
order of Governor Van Wagoner. All 
will be glad to see Mr. Corell back at his 
old desk where he rendered most effec- 
tive service. 


Interpretation of Statements 


There has been a very great improve- 
ment in most companies in the presenta- 
tion of their annual financial statements. 
In days gone by policyholders and the 
public received a condensed classifica- 
tion ef assets and liabilities and the main 
items of expenses and disbursements 
with no explanatory references. These 


statements, however, were more or less 
Greek to the average person. They 


needed illumination and interpretation. 
Gradually executives concluded that 
they would modernize the methods by 
which they presented their annual fig- 
ures and would highlight those points 
of particular interest to policyholders. 
Some companies have used every effort 
to break down their statements and 
present them in truly intelligible form. 
However, there is still room for im- 
provement especially with some com- 
panies that continue the old system. 
Perhaps in speaking by and large the 


The New York City C. 


Only a few years ago the idea of in- 
ducing 1,000 life insurance men and 
women, mainly agents, to put in an en- 
tire day listening to top-flight authori- 
economic, social and financial 

would have seemed so ab- 
warrant little attention ex- 
cept perhaps a few comments about de- 
lusions of grandeur. Yet on March 16 
the New York City C. L. U. chapter 
will sponsor the third of its annual sem- 


ties on 
problems 


surd as to 


smaller and medium sized companies 
have done the most convincing and 
arresting job in this direction. The 
president of one of the smaller com- 
panies in a letter to this publication 
says: 

“T get the statements of the majority 
of life companies. I am surprised that so 
large a number of the fine companies 
give the policyholders so little financial 
information. For a company to list only 
its assets and liabilities is not very much 
of an effort to inform the policyhold- 
ers relative to its status. It seems to 
me that policyholders cannot get a very 
good picture unless accompanying the 
statement of assets and liabilities there 
is also a revenue statement showing the 
sources of income and the itemized state- 


ment of expenses. Some day I hope 
every life company will include a reve- 
nue statement in the annual statement 


to policyholders.” 


L. U. Seminar 


inars and is figuring on an attendance 
of 1,000, an estimate which seems con- 
servative enough in view of last year’s 
700 and the previous year’s 
figure of 500. 

Since there aren’t enough C.L.U.’s in 
the New York area to add up to more 
than a small minority of the audience, 
most of the listeners will be men and 
women who haven’t achieved the cov- 
eted designation but nevertheless thirst 


record of 


for learning sufficiently to suspend their 
regular activities for a day. This is an 
encouraging sign, for improvement in 
life insurance service should mean not 
only that the well educated agent be- 
comes super-educated but that the rank 
and file of field men raise their edu- 
cational level a modest amount above 
what it was before. 

There are still bound to be those who 
scoff at the notion of agents knocking 
off work to spend all day listening to a 
bunch of highbrows give out with eco- 
nomic and social double-talk that is 
over the heads of many in the audience. 
There are those who contend that any 
type of life insurance education not di- 
rectly connected with getting the sig- 
nature and the money is worse than use- 
less. Unluckily, in the past, there have 
been agents who became so bemused 
with education that they sold less busi- 





ened but such men and the critics who 
base their views of life insurance edu- 
cation on them are an_ ever-smaller 
minority. 

It is true that there will be some 
parts of the New York C. L. U. sem- 
inar that will be over the heads of some 
listeners but all the more credit to 
those who attend, knowing that they 
may be letting their brains in for an 
unaccustomed type of workout. For 
those who attend with receptive minds 
there is the satisfaction of learning 
something new, of getting a better per- 
spective on life insurance by learning 
more of the social and economic frame- 
work of which it is a part, and of giy- 
ing the public, through publicity and 
otherwise, a higher opinion of the life 
insurance man’s role, for the public is 
never going to have a higher respect 
for the agent’s calling than the agents 














ness than before they became enlight- themselves have. 
L. M. Peet, president of Farmers point of a Southerner.” Mr. Hart spoke 


Union Life and Sentinel of Des Moines, 
is seriously ill in an Arizona hospital. He 
is suffering from a stomach ailment. 

N. Terrell Weaver, vice-president of 
3ankers Health & Life of Macon, was 
in New York City to exhibit his Great 
Dane, Champion Arras of Husaby, at 
the Westminster dog show. 

W. F. Hanselman, vice-president and 
superintendent of agencies Union Cen- 
tral Life, presented $500,000 Club cup 
to Judd C. Benson, manager of its 
home office agency, at a dinner. The 
trophy is presented each year to the 
agency with the most number of mem- 
bers qualifying for the $500,000 Club. 
As two agencies tied for possession of 
the $500,000 Club trophy, it will be dis- 
played by the Cincinnati agency during 
the first half of 1943, and by the Chi- 
cago agency the latter half of the year. 

Bernard E. Graves, registrar of Mas- 
sachusetts Mutual Life, celebrated his 
50th anniversary with the company 
which he joined as an office boy in the 


policy department. He later became 
manager and in 1911 was appointed 
registrar. 


Joseph H. Marcell, assistant manager 
of the life department of Travelers, 
Yonkers, N. Y. branch office, has re- 
tired. 

Lee N. Parker, president American 
Service Bureau, Chicago, visited Los 
Angeles and was a guest at a luncheon 
of officers of Occidental Life of Cali- 
fornia. 

Bart Leiper, public relations director 
of Provident Life & Accident, has been 
elected president of the Chattanooga 
Safety Council. 

Vice-president Hugh D. Hart of Illi- 
nois Bankers Life was the main speaker 
at the annual Lincoln Day dinner spon- 
sored by the Illinois committee of the 
Chicago Association of Commerce, held 
in Chicago. He has been engaged in 
research work on the life and times of 
Lincoln for a number of years. His 
subject was “Lincoln from the View- 


for 45 minutes without referring to 


notes. 

E. A. Frerichs, agency manager of Se- 
curity Mutual Life of Nebraska, has 
been named chairman of the insurance 
subdivision of the Lincoln chamber of 
commerce. 

Harry McGuire, district manager at 
Emporia, Kan., for Mutual Life, is chair- 
man of the Lyon county war price and 
rationing board, fuel oil panel. 

Brochures paying tribute to two of 
its foremost producers have been issued 
by Minnesota Mutual Life. One is in 
memory of David O. Johnson, who died 
last year after a highly successful career 
as general agent at San Antonio. The 
other honors Clifford L. Hoon, recently 
retired as state agent at Denver. 


J. Hawley Wilson, general agent of 
Massachusetts Mutual Life in kla- 
homa, has been reelected chairman of 
the Oklahoma county chapter of the Red 
Cross. 

Grant Taggart of Cowley, Wyo, 
president of the National Association of 
Life Underwriters, has returned to his 
home after being on the circuit for a 
month. He addressed 63 local associa- 
tions in a period of 30 days. En route 
home Mr. and Mrs. Taggart stopped at 
Salt Lake City to visit their twin sons 
who are in the army. 


Larry A. Williams, who recently re- 
signed as agency director of the Hoosier 
Farm Bureau Life of Indianapolis, is 
taking a vacation at Noblesville, Ind. 
living in the country, his address being 
R. R. 5, Box 315. He expects to remain 
in ae life insurance business, doing 
company work. He is one of the most 
dynamic agency men in the country. 

The new president of Security Mu- 
tual Life of Lincoln, Neb., T. A. Sick, 
is a good example of how one goes up 
nt ladder from office boy to president. 
He started with the company as an of- 
fice clerk, Jan. 25, 1917. In 1921 he was 
made cashier. In January, 1928, he was 
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“I was just thinking how back home, figuratively speaking, insurance protects at a 


time like this.” 








elected vice-president and treasurer and 
naturally assumed far greater responsi- 
bilities. In 1937 he was elected a direc- 
tor. President Sick has demonstrated 
his fitness for his high position by con- 
stant fidelity to his work and showing 
intelligence and good judgment all along 
the line. 

Moses I. Longtine, who retired re- 
cently after having served 26 years as 
superintendent of Prudential in Worces- 
ter, Mass., and 40 years with the com- 
pany, was honored at a dinner there. 

Charles E. Brown, manager for Mu- 
tual Life at Grand Rapids, Mich., has 
been elected president of the Grand 
Rapids Sales. Executives Club. 

Peter M. Fraser, vice-president of 
Connecticut Mutual marked his 25th an- 
niversary with the company Thursday 
He started in 1918 as general agent in 
Brooklyn. 

In 1928 Mr. Fraser was presented 
with a plaque for having made, “the 
most outstanding record of organization 
development in the history of the com- 
pany.” During the 10 years the agency 
had increased its insurance in force to 
over $140,000,000. 

In 1930 Mr. Fraser was called to Hart- 
ford as vice-president. A year later he 
was made a director. His ability has 
been directed to many branches of the 
company’s affairs and he has played a 
Prominent role in its progress and 
growth. 

Mr. Fraser is trustee of Hartford Con- 
necticut Trust Company, Dime Savings 
Bank, United Aircraft, Phoenix Ins. Co., 
and Connecticut Fire. He is president 
of the Newington Home for Crippled 


children, chairman of British War Re- 
lief, and chairman of the American Red 
Cross War Fund Drive. 


DEATHS | 


L. C. Saunders, 74, agency manager 
for Ohio National Life at Portland, 
Ore., died there. He had been with the 
company for more than 21 years. 


E. A. Badger, 45, general agent of 
Ohio National Life at Middletown, O., 
died after an illness of more than two 
years. For several months he had been 
residing at Fort Lauderdale, Fla. He 
had been with Ohio National for over 22 
years. 

Mrs. Lydia F. Mack, 69, widow of M. 
W. Mack, former Northwestern Mutual 
general agent and mother of W. 
Mack, the present Cincinnati general 
agent, died following a fall from a high 
window at the Hotel Alms. Mrs. Mack 
had not been well since her husband’s 
death last summer. 

















Seek to Curb Loan Evils 


BOSTON — A Massachusetts Dill 
seeks to compel money lenders to cer- 
tify to life companies the amount of 
loans in the case of an assigned pol- 
icy. It is claimed that loan companies 
in mill cities are handling many as- 
signed policies and when the insured 
dies, the beneficiaries under the policy 
are at the mercy of the loan offices 
which often made exorbitant claims of 
moneys advanced on the policies with 
no records to substantiate them. 
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NEWS OF THE COMPANIES 





St. Louis Mutual 
Elects Chewning 


Vice-president 


E. E. Chewning has been named first 


vice-president of St. Louis Mutual Life. 
At the same time directors elected An- 
B. Crowe treasurer and Robert 
assistant secretary. 


derson 


F. Blanke, Jr., All 





THOMAS E. SLY 
the other officers including Thomas E. 
Sly, president, were reelected. 

Mr. Chewning formerly was with the 
Missouri insurance department 12 years, 
the last two years as chief examiner. 
He has been in insurance since 1913, 
and was for some years in the field as 
a producer. 

Mr. Chewning will relieve President 
Sly of some of his administrative duties 


CHEWNING 


BE. E. 


so that Mr. Sly can devote more of his 
time to the production end of the busi- 
ness. 

St. Louis Mutual recently changed 
from a stock and mutual to a purely mu- 
tual plan of operation. The company 
is in its 87th year, which makes it one 
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of the oldest in the business. It is 
going on a full participating basis, and 
new rates now are being worked out to 
that end. 


McGettigan Named 
to Higher Post 


J. McGettigan has been elected 
vice-president in charge of accident and 
health of Security 
Life & Accident of 
Denver and Ralph 
K. Dunn, chief un- 
derwriter, has been 





elected assistant 
secretary. 
Mr. McGettigan 


has been a director 
of Security L. & A. 
and has been in 
charge of the claim 
and A. & H. de- 
partments. He has 
been with Security 





L. & A. almost 15 w. g. MeGettigan 
years, practically 

since its inception. He has a_back- 
ground of legal training, insurance 


knowledge and experience as an inde- 
pendent claim adjuster. 

Mr. Dunn is familiar with almost 
every department of the company. He 
has had experience as cashier, state su- 
pervisor, state manager and producer. 
He has been with Security L. & A. 
since 1928. 

Secretary S. A. Riesenmann has been 
elected a director. He has been with 
Security L. & A. since 1929, having 
served as superintendent of agencies, 
secretary and in other capacities. 





Seeks Tax Refunds in Iowa 

DES MOINES — Washington Na- 
tional has filed a petition in Polk county 
district court asking that the Iowa in- 
surance department refund $21,170 in 


* * 


premium taxes. The petition charges 
that Hercules Life, reinsured by Wash- 
ington National, “through erroneous in- 
terpretation” of Iowa insurance statutes, 
paid excess premium taxes totaling $18,- 
018 and that $3,152 was paid in protest 
on premiums of National Life, U. S. A. 
also reinsured. 

The case is similar to those started 
by Occidental Life on Register Life 
fund and Lincoln National on the Royal 
Union fund, which are pending. 


Confirm F. M. Hipp 
As Liberty Head 


Francis M. Hipp, who has been act- 
ing president of Liberty Life of Green- 
ville, S. C., since the death of his father, 
W. Frank Hipp, was elected as the 
president at the annual meeting of 
stockholders and directors. Mr. Hipp, 
a graduate of Furman University in 
Greenville, has been connected with Lib- 
erty Life 15 years. He served first as 
assistant treasurer and later as_ vice- 
president. He is a past president of the 
Greenville chapter of the American 
3usiness Club. 

Grady H. Hipp, brother of the presi- 
dent, who has been actuary of the New 
York State Workmen’s Compensation 
Fund, is now executive vice-president of 
Liberty Life. Herman N. Hipp is also 
a vice-president. 

The insurance in force of Liberty 
Life now stands at $180,925,937, an in- 
crease of $15,641,294. Assets stand at 
$14,490,224, increase $2,405,050. 


Ill. Standard Life Is 
Now Bankers Life & Cas. 


The title of the recently organized 
Illinois Standard Life of Chicago, a le- 
gal reserve stock company, has been 
changed to Bankers Life & Casualty. 
The old Bankers Life & Casualty, 
which was an assessment legal reserve 
company and which is in process of 
dissolution, has been rechristened West 
Side Life in order to make its former 
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MacKenzie to Superior 
Post with Canada Life 





Canada Life has appointed A. G. 
MacKenzie as assistant superintendent. 
He has had a most 
successful experi- 
ence in selling, 
branch manage- 
ment and agency 
supervision. 

In 1926, Mr. 
MacKenzie became 
associated with 
Canada Life in De- 
troit. He was ap- 
pointed educational 
instructor in 1931, 
and in the follow- 
ing year moved to 
Montreal where he 
also served as edu- 
cational instructor. 
Along with his educational and training 
work, he continued to produce a sub- 
stantial volume of personal business. 
In 1936, he was named manager at 
Windsor and four years later was trans- 
ferred to home office as agency assist- 
ant. His appointment as agency su- 
pervisor followed in January, 1942. 

Mr. MacKenzie qualified for member- 
ship in the Quarter Million Club on 
five occasions and in the Century Club 
seven times. 


A. G. 


MacKenzie 





title available to the new company. 
John MacArthur is the main factor in 
the organization. In addition to the 
legal reserve stock company he oper- 
ates Marquette Life, an assessment 
company. 

. P. Allen of Quincy, IIl., is presi- 
dent of Bankers L. & C.; Mr. MacAr- 
thur is executive vice-president, and Col. 
Earl Thornton of Glencoe, IIl., secre- 
tary. 








J. M. Blalock, vice-president and gen- 
eral manager of the Columbia “State,” 
has been elected a director of Liberty 
Life of Columbia, S. C. 

Security Life & Accident of Denver 
has declared a dividend of $2 a share 
on stock of record March 2. 


* * 
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~ LIFE AGENCY CHANGES 





Buck to Detroit 
for Bankers of Ia. 


Bankers Life of Des Moines has ap- 
pointed Joseph V. Buck as manager of 
its Detroit territory, succeeding E. V 
Gettys, resigned. 

Mr. Buck has been in Pittsburgh for 
Bankers Life since 1936. He had five 
years of selling experience previously 





JOSEPH V. BUCK 


with the Singer Sewing Machine Com- 
pany. In his first three years he aver- 
aged $200,000 per year and was ap- 
pointed supervisor in 1940. Since then 
he developed a unit of younger men 
within the Pittsburgh agency which 
produced at the rate of better than $1,- 
000,000 per year. 


Active in Organizations 


Mr. Buck has been vice-president of 
the Pittsburgh Supervisors Club, a direc- 
tor in the Junior Chamber of Commerce 
and president of the Maritos Club. 

Mr. Buck was introduced to the De- 
troit staff by M. E. Lewis, superintend- 
ent of agencies, from the home office. 
The agency force and office personnel 
was entertained at a dinner. 





Carl Palangio has been appointed gen- 
eral agent of Occidental Life of Califor- 
nia at North Bay, Ont., Can. 


Field Shifts Made 
by Pacific Mutual 


Rex N. Rafferty, general agent Pa- 
cific Mutual Life at St. Louis, is trans- 
ferred to Indianapolis to become gen- 
eral agent there succeeding E. T. Bon- 
ham, who died about a month ago. Max 
B. Jackoway, who has been supervisor 
at the St. Louis office, now becomes 
general agent there. 

Mr. Rafferty is a Hoosier who had 
experience as an agent of Equitable So- 
ciety at Indianapolis, and later with 
Lincoln National before joining Pacific 
Mutual at Chicago in 1930 as assistant 
superintendent of agents. He traveled 
the midwest until being appointed gen- 
eral agent at St. Louis in 1937. 

At Indianapolis Mr. Rafferty was as- 
sociated with Mr. Bonham, whom he 
drafted into the business. When he 
went to St. Louis Mr. Rafferty induced 
Mr. Jackoway to return to life insur- 
ance work. The latter, who had been 
recruited by a previous general agent 
there, had left the business. Mr. Jack- 
oway is a native of Missouri and re- 
ceived a legal education. 


N. Y. Life Waterloo Change 


James D. Dunning, who was agency 
director at Waterloo, Ia., for New York 
Life, has been commissioned a lieuten- 
ant (j.g.) in the naval reserve. He re- 
ceives his basic training at Dartmouth 
and after that will get further training 
at Princeton. Mr. Dunning’s successor 
at Waterloo is Agency Organizer R. M. 
Jenson. However, H. W. Hughes, who 
is now located at Des Moines, will be 
in charge of the Waterloo territory as 
well as that of the Des Moines branch. 


Gilbert with Pacific Mutual 


Erle T. Gilbert has been appointed 
general agent of Pacific Mutual Life at 
Westwood, Los Angeles. He has been 
active in life insurance for many years 
and is well known throughout southern 
California. 











Horne Estate Supervisor 


E. G. Horne, with Mutual Benefit 
Life in Indianapolis, is made estate su- 
pervisor. He went to Indianapolis in 
1939 from Boston, where he was gen- 
eral agent of Columbian National Life. 
He specializes in business and corpo- 
ration insurance estate analysis and 
taxation. He is a Dartmouth College 
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man. He is one of the organizers of 
the Life Insurance & Trust Council of 
Indianapolis. 


Spokane Office Closed 


Fidelity Mutual Life has decided to 
close its Spokane, Wash., agency for the 
duration. John A. Bronson has been 
manager. 

Difficulty in maintaining man power 
prompted the action. The Spokane busi- 
ness will be handled directly by the 
home office. Fidelity Mutual has had an 
office in Spokane for 20 years. 





Edgerton Named in Spokane 


Great-West Life has appointed E. 
Ralph Edgerton district representative in 
Spokane, Wash. The company is open- 
ing an office in the Old National Bank 
building. Mr. Edgerton has been in 
the insurance business there about 20 
years. Fred C. Becker of Seattle is 
state manager. 





Van Patten Now Supervisor 


Charles H. Van Patten, who has been 
connected with the group department 
of the Chicago branch office of Occi- 
dental Life of California, has been ap- 
pointed agency supervisor of that 
branch. He is well-known in insurance 








Former Trust Officer Is 
Named General Agent 








ELWOOD T. STARBUCK 


Elwood T. Starbuck, new San Fran- 
cisco general agent of Provident Mu- 
tual, started in life insurance in 1925, 
several years later becoming associated 
with the Wells Fargo Bank & Union 
Trust Company in charge of the insur- 
ance trust department. 








throughout the middle west. He was 
an agent and general agent of Lincoln 
Liberty Life at Lincoln, Neb. Then he 
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“IT IS SYMBOLIC TO ME, JIM. IT WAS JUST A TINY 
SPECK THE DAY | STARTED WITH THE COMPANY 
AND WE'VE BOTH BEEN GROWING EVER SINCE. 
IT'S BEEN A HEALTHY GROWTH, TOO, BECAUSE I'VE 
HAD THE RIGHT TOOLS TO WORK WITH...NO JIM, 
NOT GARDEN TOOLS .. . 
SALES HELPS THE COMPANY GIVES ME WHICH 
REALLY GET BUSINESS . 
SLOW? ... MAN, YOU'D BETTER WRITE RAY HODGES, 
SUPERINTENDENT OF AGENCIES, OF THE OHIO 
NATIONAL LIFE AT CINCINNATI, AND ASK HIM TO 
TELL YOU ABOUT OUR EASY-TO-USE, BUSINESS- 
GETTING SALES PLANS. HE'LL ALSO TELL YOU ABOUT 
THE BIG OPPORTUNITY IN YOUR OWN TERRITORY. 
THERE'S A PEN ON THE DESK. WRITE HIM NOW!” 








I'M TALKING ABOUT THE 


.. YOU SAY SALES ARE 























14 
was for a time vice-president and 
agency manager of Corn Belt Life. 


Later he was supervisor of Continen- 
tal Assurance working out of the home 
office, and recently held a similar post 
with Central Life of Illinois before 
going with Occidental. 


Reid Toledo General Agent 
of New England Mutual 


Mutual Life 





New England has ap- 
pointed Elsworth E. Reid as general 
agent in Toledo to succeed H. Peter 
Gravengaard, who is leaving to become 
associate editor of Diamond Life Bul- 





ELSWORTH E. REID 


letins. Mr. Reid has a broad background 
in life insurance, and before joining New 
England Mutual was Toledo branch 
manager of Acacia Mutual Life. 

A native of Indiana, Mr. Reid at- 
tended. Purdue and Butler University. 
Before entering life insurance in 1931, 
he had nearly a decade of business ex- 
perience in another field. He was 
awarded the C.L.U. degree in 1941. He 
is now secretary treasurer of the Toledo 
Life Managers Association. 





Cowdrey N. D. General Agent 


E. W. Cowdrey has been appointed 
North Dakota general agent by Central 
Life of Illinois. He is establishing a 
new agency at Valley City. Mr. Cow- 
drey has been in the business for about 
30 years and for the last 20 years as 
general agent of Central Life of Iowa. 
At one time he was North Dakota man- 
ager for International Life. His agency 
on numerous occasions has done $1,000,- 
000 or more of business annually. 











An Iowa house bill requires insurance 
companies to accept “bona fide cash 
offers” on real estate which they have 
held for five years or more. 
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~ POLICIES 


Lutheran Mutual 
Has 242% Rates 


Last May Tue NationaAL UNDER- 
WRITER announced that Lutheran Mu- 
tual Life of Waverly, Ia., planned to 
go on the American Men 2% percent 
basis for the calculation of premium 
rates and reserves. This work is now 
finished and the company plans to adopt 
the new basis April 1. 

The savings refund policies are to be 
continued; these are endowment policies 
with a death benefit prior to maturity 
of the face amount plus the accumulated 
difference between the rate paid and the 
ordinary life rate at that age. En- 
dowment age 85 is to be replaced by a 
straight ordinary life, with the preferred 
risk ordinary life being used where a 
minimum of $5,000 is desired. The an- 
nuity endowment is to be replaced by the 
retirement income policies providing a 
monthly life income (guaranteed for 10 
years) of $8 to males and $7.14 to 
females Maturity cash values to pro- 
vide this income are $1,426 maturing at 
60 and $1,270 maturing at 65. 

Settlement options are guaranteed a 
rate of 2% percent except the interest 
income option which carries a guarantee 
of 2 percent. 

Rates based on the American Men 
2% percent basis for six popular policies 











are shown below. 

Pref. 20 20 Ret. 

Risk Ordi- Pay- Year Income 10 

Ord. nary ment Svges. Age Year 
Age Life Life Life Refund 65 Term 
15 $14.70 $15.97 $26.79 $49.64 $20.81 $ 8.94 
20 16.46 17.79 29.10 50.14 23.84 9.52 
21 16.84 18.19 29.57 50.22 24.53 9.58 
22 17.23 18.60 30.04 50.82 25.24 9.62 
23 17.64 19.08 30.53 50. 26.00 9.66 
2 18.07 19.47 31.03 50. 26.79 9.70 
25 18.53 19.94 31.5 : 27.63 9.74 
26 19.00 20.43 32. 50. 28.52 9.79 
27 19.50 20.95 32. 00. 29.47 9.85 
28 20.02 21.49 33. 51. 30.47 9.938 
29 20.57 22.06 33. 51. 31.54 10.02 
3 21.15 22.66 34. 51, 32.68 10.15 
31 21.77 23.30 35.02 51. 33.90 10.31 
32 22.42 23.97 35.69 52. 35.20 10.50 
33 3.10 : 36. 36.59 10.72 
34 3:88 25.4 33 52. 38.04 10.98 
35 24, 26.23 37.86 53.29 39.60 11.28 
36 5. 27%. 38.65 53.75 41.28 11.62 
37 h A. 39.47 54.25 43.08 12.01 
38 27. 28.88 40.32 54.80 45.02 12.45 
39 28. 29.5 41.21 55.40 47.12 12.95 
40 29. 30.§ 42.14 56.06 49.39 13.51 
41 30. 32. 43.11 56.78 51.85 14.13 
42 31. 33. 44.13 57.56 54.53 14.82 
43 32 34. 45.19 58.40 57.45 15.58 
44 33. 35.70 46.5 59. 60.65 16.42 
45 35. 37. 47. 60.3 64.16 17.36 
46 36. 38.5 48.6 oe 68.03 18.38 
47 38. 40. 49.9% 3 72.27 19.51 
48 39. 41.68 51.5 53.76 76.94 20.74 
49 28 43.39 52. D5. 82.18 22.09 
50 3. 45. 54. of 88.09 23.56 
51 44.94 47.14 55.8 : 94.82 25.17 
52 46.95 49.18 57.55 69.74102.54 26.92 
53 49.07 51.34 59.34 71.52111.50 28.82 
54 51.33 53.63 61.24 73.43122.06 30.89 
55 53.74 56.06 63.26 75.48 134.69 33.14 
60 68.3 70.65 7b.b8 87.98 i... 47.52 
65 em Le) ee ae ae 


Ask your company for the Little Gem 
Life Chart, when requesting your up-to- 
date reference book—it gives much more 
information. 
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Business Insurance 
Is Discussed by 
A. H. Kollenberg 


“The fundamental principles of busi- 
ness insurance remain the same in spite 
of the constantly changing tax picture,” 
A. H. Kollenberg of Grand Rapids, 
leading producer of the Mutual Benefit, 
declared in his address before the Cin- 
cinnati Life Underwriters Association. 
In both partnerships and small corpo- 
rations there are always survivors who 
must either sell out or buy out and the 
only real solution to the problem of 
making sure that money will be avail- 
able at the right time is by using life 
insurance, he stated. 

Point out the value of brains in all 
business cases, Mr. Kollenberg recom- 
mended, stating that there are three es- 
sentials to a successful business—capi- 
tal, labor and brains. Capital is always 
insured against fire and other casualties, 
labor is protected by compensation. 
Capital to a banker is worth a nominal 
percentage. All of the earnings of the 


business above the banker’s percentage 
on capital is the result of brains. The 
fact that about 85 percent of the busi- 
nesses that are started fail gives some 
idea of the value of brains, and this 
should be stressed with every prospect 
along with the point that best and low- 
est cost solution is life insurance. 

“Never forget,’ Mr. Kollenberg con- 
cluded, “that we do not sell life insur- 
ance; we sell ideas which to be effect- 
ive must be supplemented with life in- 
surance.” 


Philadelphia Holds 


Successful Congress 


PHILADELPHIA—One of the fea- 
tures of the sales congress of the Phila- 
delphia Association of Life Underwrit- 
ers was the presentation to M. Albert 
Linton, president of Provident Mutual 
Life, of the President's Cup of the as- 
sociation for outstanding contribution to 
life insurance. The award, made by 
Aaron C. F. Finkbiner, Philadelphia 
general agent of Northwestern Mutual, 
was in recognition of Mr. Linton’s ef- 
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The State Life Insurance Company of Indianapolis, Indiana . 
Is a Mutual Legal Reserve Company Founded 1894 . . . . 
Has Paid $138,000,000 to Policyholders and Beneficiaries . . 
Holds Assets of over $56,000,000 for their benefit . . . . . 
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Offers Agency Opportunities and Training for Those Qualified. 
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in America, the only successful Defense is a 
Planned Attack. 
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forts on plans for agents’ compensation 
and for his activities in connection with 
social security legislation. Mrs. Linton 
was presented a handsome bouquet. 

The need of more extensive prospect- 
ing in war time if an agent is to operate 
under gasoline rationing restrictions was 
stressed by Glenn J. Spahn, field per- 
sonnel officer of Metropolitan Life. In 
order to localize activity, Mr. Spahn 
said it is necessary now for agents to 
develop enough prospects in a given 
area for maximum coverage. Even the 
bicycle must not be overlooked as a 
means of making calls. He said that in 
spite of increased taxes there still will 
be a tremendous margin of optional 
spending power for the American peo- 
ple during 1943. ; 

Business is going to be good in 1943, 
I. S. Kibrick, agency assistant of New 
York Life in Boston, asserted. Mr. 
Kibrick, who is a member of the Million 
Dollar Round Table, said that business 
will certainly be good for those who are 
not afraid. The new agent has an ad- 
vantage because no one has told him 
what he has to be afraid of. Actually 
agents have nothing to fear. Social se- 
curity and the Beveridge plans provide 
only for a very minimum of living. They 
are made for the average man, and no 
one in America is satisfied with being 
an average man, This year agents 
should do more reading, more study- 
ing, more thinking, more social work, 
more war work, and more selling than 
ever before, he said. 

Rev. R. S. Clements of the Bryn Mawr 
Presbyterian Church spoke on the rela- 
tionship between life insurance and the 
American way of life. 

W. W. Hartshorn, Metropolitan Life 
manager at Hartford, spoke on the ad- 
vantages of association membership. He 
is chairman of the membership com- 
mittee of the National association. 





St. Louis Victory 
Rally Attracts 500 


ST. LOUIS—About 500 life agents 
attended the victory sales congress of 
the Life Underwriters Association of St. 





Louis. 
Grant Taggart, president National 
association, spoke on “Gearing Our 


Business to Victory”; Abner Thorp, Jr., 
editor of Diamond Life Bulletins, dis- 
cussed “Life Insurance in War Times,” 
and Gale F. Johnston, former St. 
Louisan, third vice-president Metropoli- 
tan Life, presented his views on “Life 
Insurance Tomorrow”. 

John T. Murphy, Metropolitan Life, 
was chairman of the morning session. 
A business insurance panel was con- 
ducted by Joseph T. Peterson, general 
agent Guardian Life and president St. 
Louis C.L.U. chapter, assisted by Strat- 
ford Lee Morton, general agent Con- 
necticut Mutual Life, and Ray E. Flint, 
John Hancock Mutual. Mr. Morton 
demonstrated the technique in the prep- 
= presentation and closing of such 
Sales, 

Mr. Flint said that there are many 
thousands of prospects for business in- 
surance, ranging from the neighborhood 
barber and dry goods store to large 
commercial, industrial and financial con- 
cerns. When a small business man 
opens a new enterprise he generally 
assumes financial obligations, etc., that 
most certainly need the protection that 
life insurance alone affords. 

Earl R. Reinke, Carondelet branch 
Metropolitan Life, told how visual aids 
streamline modern life insurance selling, 
enabling the agent to obtain maximum 
Production results with a minimum use 
of time and effort. 

F Mr. Johnston, in commenting on the 

Beveridge plan” said that it is a fine 
endorsement of the American industrial 
life insurance policy and the benefits it 
affords the policyholders, since many of 
the benefits that the report advocates 
or England are now contained in the 
modern American industrial _ policy. 
Furthermore, the additional protection 
Sought for English workers from acci- 


dent, etc., are almost identical with those 
which American workers have enjoyed 
for years through the operation of the 
workmen’s compensation laws of prac- 
tically every state. 

Glen McTaggart, manager Prudential, 
was the afternoon chairman. A _ skit 
prepared by Dick Oliver, New York 
Life, and Adam Rosenthal, Acacia Mu- 
tual Life, “Quiet Please, You’re Dead,” 
was presented. 





Anderson and Hedges Take 
Over Ralph Hoyer’s Tour 


Illness made it impossible for Ralph 
W. Hoyer, John Hancock, Columbus, to 
make the northern Illinois speaking trip 
as planned by the National Association 
of Life Underwriters. 

C. Vivian Anderson, Provident Mu- 
tual, Cincinnati, past president N. A. 
L. U., and H. A. Hedges, Equitable Life 
of Iowa, Kansas City, Mo., vice-presi- 
dent of N. A. L. U., spoke in his place. 

Mr. Anderson spoke at luncheon or 
dinner meetings at Peoria, La Salle, 
Kankakee and Joliet, and Mr. Hedges at 
Waukegan, Elgin, Aurora, Freeport, 
Sterling and Galesburg. 

L. O. Schriver, Peoria general agent 
Aetna Life, past president N. A. L. U., 
and J. G. Callahan, Metropolitan, St. 
Louis past secretary N. A. L. U., filled 
engagements on the southern Illinois 
itinerary, Mr. Schriver talking at Jack- 
sonville, Decatur, Champaign and Dan- 
ville, and Mr. Callahan at Carbondale 
and Centralia. 

F. A. Schnell, Peoria, president IIli- 
nois association, handled arrangements. 





Vital Service of Life 
Insurance Is Stressed 


AUSTIN, TEX.—J. Harold Sharpe, 
Fort Worth, president of the Texas As- 
sociation of Life Underwriters, spoke 
to the Austin association, emphasizing 
that life insurance is vital to the welfare 
of the American people and to the win- 
ning of the war. 

He urged life insurance men to aban- 
don the war fever and put themselves 
wholeheartedly into the selling of life 








Recruiting Ideas 
Are Published 


“Manpower” is. the title of a new 
bulletin that Massachusetts Mutual is 
now getting out for the benefit of its 
general agents. It will treat ideas and 
practices regarding recruiting. The 
general agents are solicited through the 
editor for recruiting ideas, plans and 
practices. Special emphasis will be 
placed on activities that have proved 
successful since the start of the war. 
Seneca Gamble is the editor. 

In the first issue it is reported that 
as of Jan. 1, 142 full time agents of 
Massachusetts Mutual are in military 
service. That is 13.28 percent of the 
total of full time agents as of Dec. 
31, 1941. The business delivered by this 
group during the calendar year prior to 
their induction was 10.33 percent of the 
company total in 1941. 

There were 53 agents engaged in full 
time war production or 4.96 percent of 
the agency force and their business con- 
stituted 2.96 percent of the company. 

The suggestion is made that assistant 
managers of chain stores constitute good 
prospective agency material, since their 
wages are small and the chance for pro- 
motion to a managership is few when 
there is little expansion and indeed an 
actual closing of a number of stores. 

During 1942 there were 82 new men 
recruited to Massachusetts Mutual. Their 
average age was 43. The average num- 
ber of dependents was 1.6. Seventy-one 
were men and 11 women. As to former 
occupations, 29 had been insurance 
salesmen, five securities salesmen, 14 
auto salesmen, 13 miscellaneous sales- 
men, 15 other sources and six on which 
the company has no information. 


insurance. This he said, will help to 
stem the tide of inflation by causing peo- 
ple to avoid needless expenditures and 
the consequent placing of their dollars 
in premium income and in investment in 
war bonds. 

A. V. Knight, California-Western 
States Life, was elected vice-president 
of the Austin association and Frank 
Moore was named a director. 


Newman Tells His Sales 
Methods in Indianapolis 


Lowell L. Newman, Fort Wayne, Ind., 
leading producer of Penn Mutual Life 
last year and also in 1937 and 1940, told 
a well attended luncheon meeting of the 
Indianapolis Association of Life Under- 
writers how he writes annually enough 
business to qualify him for membership 





in the Million Dollar Round Table 
group. “Short Simple Sales Talks” was 
his topic. He not only described his 


sales method but demonstrated, with the 
assistance of Ray Patterson, Indianap- 
olis general agent of Penn Mutual, how 
it works. 

Mr. Newman has practiced for 29 
years the system which has been so 
productive for him. He makes it a rule 
to confine his actual interviews to pros- 
pects and not “suspects.” Principally 
he has confined his attention to a special 
group of prospects and for several years 
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has been specializing on the medical 


profession. In the past he has worked 
with other groups. At one time it was 
farmers. 


His interviews, as described and dem- 
onstrated, are extremely brief—abso- 
lutely no sales pressure being used. But 
back of these few moments in the pres- 
ence of his prospect is plenty of prepa- 
ration, He is continually adding men- 
tally to his lists of prospects. As a 
name comes to him, he gives each case 
much preliminary thought. Then when 
he takes his seat at the desk of his 
prospect he has made up his mind what 
policy to propose and because of this 
“pre-fitting’ the prospect is pretty apt 
to be open-minded to the proposal. His 
leadership for the Penn Mutual and his 
membership in the Million Dollar 
Round Table are proof that his plan 
works. 

Three newly-elected directors were 
announced: Henry Dashke, John Han- 
cock; Orville Bego, Prudential, and 
Gilbert Templeton, Metropolitan. 





Wertimer Stresses Agents’ 
Wartime Job in Michigan 
The importance of wartime selling 
was stressed by Sidney Wertimer, Buf- 
falo manager Prudential and National 


Association of Life Underwriters trus- 
tee, at a series of nine local association 





looking for one. 


sales tools. 











Remember those kid games, long before we 
knew anything about drawing lots, or rolling 
dice, or holding a conference? 
wanted to decide who was “it” for a good 
game of hide-and-seek, we’d just count out 
“Eenie, Meenie, Minie, Mo,”—and the guy 
who was “mo” was it. 

Now, there are far better ways to decide on 
a permanent company connection if you’re 


company that has prestige in the industry; 
you want one that’s friendly and interested in 
you; you want one that pays attractive com- 
mission scales; and offers modern desirable 


_ You can find all these things at the Frank- 
lin. So, if you’re counting “Eenie, Meenie—” 
and we happen to be “MO”—that’s fine— 

; because a Franklin Direct - with - the - Home 

Office General Agency contract means “mo” 

of everything for you. 





CHAS. E, BECKER, PRESIDENT 
DISTINGUISHED SERVICE SINCB 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Insurance in Force Exceeds $230,000,000.00 


When we 


For instance, you want a 














INSURANCE 
COMPANY 


SPRINGFIELD, ILLINOIS 




















LIFE INSURANCE EDITION 


February 26, 1943 








meetings in Michigan attended by over 
400. Meetings were held in all of the 
larger Michigan cities outside Detroit. 
Kalamazoo, Battle Creek, Saginaw and 
Bay City attended joint meetings. The 
series culminated with a dinner session 
in Lansing. 

“Your prospect,” Mr. Wertimer em- 
phasized, “is not particularly interested 
in your company, its size or its net cost 
but he does business with the under- 
writer in whom he has confidence. To 
the policyholder the agent is the com- 
pany.” 

Harold C. Brogan, Michigan associa- 
tion president and Lansing manager 
Ohio National Life, accompanied Mr. 
Wertimer on his swing around Mich- 
igan. Mr. Brogan explained the state 
association’s activities relating to gaso- 
line rationing, legislation, and plans for 
assisting men entering the armed serv- 
ices. Mr. Brogan also told of prelim- 
inary plans for the annual state meet- 
ing in Pontiac, May 21. 





Tom Reed Tells Why Agent 


Is Necessary Worker Today 


LINCOLN, NEB.—Tom B. Reed, 
Great Southern Life, Oklahoma City, a 
trustee of the N.A.L.U., in addressing 
the Lincoln Life Underwriters Associa- 
tion set forth some of the services being 
rendered today by the life insurance man 
that cause him to be a necessary worker. 
The agents, he declared, are performing 
one of the outstanding mass civilian 
tasks of the war. They are selling 
nearly one-fourth of the war bonds that 
are being bought and more than 50 per- 
cent of new premium income is being 
invested in government bonds. He men- 
tioned the service bureaus that have 
been set up near army camps to advise 
soldiers on their insurance rights and he 
cited the representations being made to 
Congress to protect the rights of policy- 
holders. 

Merle Loder, Mutual Life, the presi- 
dent, was in charge. O. R. Frey, Bank- 
ers Life of Nebraska, reported on C.L.U. 
activities. A public speaking class is be- 
ing organized, the instructor to be 
Adolph G. Schmidt of Omaha. 

Lloyd Hummel, Nebraska state presi- 
dent, sang his swan song. He is leav- 
ing for Los Angeles to become a man- 
ager for California-Western States Life. 
Ellis Verink, Union Central Life, was 
named assistant war bond chairman in 
Lancaster county. 





N. Y. C. Sales Congress March 18 


The New York City Life Underwrit- 
ers Association will hold its annual all 
day sales congress March 18 at the Ho- 
tel Pennsylvania. One of its aims will 
be to disprove the current notion that 
it is more difficult to sell life insurance 
in New York City than elsewhere. 


Among the many outstanding speakers 
will be Gene Flack, public and trade 
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Liberal dividends. 
Licensed in 21 states including New York. All 
policy forms. 
complete information. 


LEGAL RESERVE LIFE INSURANCE 


LUTHERAN MUTUAL LIFE INSURANCE COMPANY 


relations counsel of Loose-Wiles Bis- 
cuit Co. 

Paul Orr, Jr., assistant to the man- 
ager, R. B. Myer agency of Mutual Life, 
and educational vice- -president of the 
association, is chairman. and will pre- 
side at the morning session. H. E. Da- 
vis, C. B. Knight agency Union Central 
Life, will preside in the afternoon. 





N. C. Association Greets Taggart 


DURHAM, N. C.—About 400 at- 
tended a luncheon session here of the 
North Carolina Association of Life Un- 


derwriters at which Grant Taggart, 
N.A.L.U. president, spoke. 
E. J. Daniel, president of the Dur- 


ham association, gave an address of wel- 
come, and John A. Glenn, Winston- 
Salem, president of the state association, 
responded. Greetings were extended by 
Commissioner Hodges and Mr. Tag- 
gart was introduced by W. H. Andrews, 
Jr., of Greensboro, secretary of the Na- 
tional association. 

Presidents of North Carolina life 
companies present at the meeting were 
introduced by Bascom ~~ president 
of Home Security Life. Joe S. Babb of 
Durham, general chairman in charge of 
the arrangements for the meeting, pre- 
sided. 


McCormack Speaks at Jackson 


JACKSON, TENN. — Commissioner 
McCormack addressed a joint meeting 
of the Jackson Insurance Exchange and 
the Jackson Association of Life Under- 
writers. 








Andrews Continues Kansas Tour 


W. H. Andrews, Jr., Jefferson Stand- 
ard Life, Greensboro, N. C., secretary 
National Association of Life Under- 
writers, spoke to the Hutchinson, Salina 
and Dodge City associations in Kansas 
on a war bond sales tour. 


Dayton, 0.—Dr. Felix E. Held, profes- 
sor in the college of commerce and ad- 
ministration at Ohio State University, 
spoke at the Feb. 25 meeting on com- 
munication of ideas and manpower. 


Springfield, Mass.—Lieut. Comm. C. J. 
Zimmerman, former general agent for 
Connecticut Mutual in Chicago and for- 
mer president of the N. A. L. U., gave an 
address on “The Vital Front.” He out- 
lined the place of the life insurance man 
in the war effort. Commander Zimmer- 
man is in charge of the eastern district 
war bond sales for the navy. 

Long Beach, Cal.—Walter G. Gastil, 
southern California manager Connecticut 
General Life, in talking on “Professional 
Underwriting,” said that the agent must 
become familiar with the great economic 
changes that are taking place and pre- 
pare himself to meet changing condi- 
tions. He should concentrate his efforts 
on the individual business man and en- 
deavor to build up a clientele of from 
300 to 400. 

Richmond — Grant Taggart, president 
National association, stressed the impor- 
tant part life insurance men can play 
in the waging of total war. Commis- 
sioner Bowles of Virginia was a guest. 
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The speaker was introduced by Neil D. 
Sills, retired Richmond manager for Sun 
Life of Canada and past president of the 
National association. Daniel L. Wil- 
liams, New England Mutual Life, presi- 
dent Richmond association, reported 
plans are being made for a one-day sales 
congress. 


Lincoln, Neb.—President Merle Loder 
has been advised by the navy depart- 
ment that 267 enlistments in the navy 
were secured in the statewide drive 
made by life insurance men. 


Chippewa Valley, Wis.—At a meeting 
in Eau Claire, J. E. Garvey, deputy in- 
ternal revenue collector, told how life 
agents can be of assistance to their 
clients in the preparation of income tax 
returns. 


Beloit, Wis. Erbin Harenburg dis- 
cussed the life insurance educational 
program of the Wisconsin State Board 
of Adult & Vocational Education. 


Toledo, O0.—David Warshawsky, Cleve- 
land general agent of Reliance Life, 
spoke Thursday. He specializes in in- 
surance pensions and analysis of insur- 
ance estates. 


Youngstown, O0.—E. E. Cooper, assis- 
tant agency vice-president of Equitable 
Life of Iowa, addressed a joint meeting 
of the Youngstown association and Opti- 
mists Club. “Even though we can’t 
carry a gun or run a machine, we must 
preserve the business world, a social life, 
and a financial structure,” he said. 

Montreal—Graham A. Walter, manager 
of the Toronto Osgoode branch of Can- 
ada Life, spoke at a meeting Wednesday 
on “Who’s Afraid?” 

Chattanooga, Tenn.—Hampton H. Ir- 
win, educational director of Massachus- 
etts Mutual Life, described his own sales 
technique in agency personnel teaching, 
a clinical method of instruction on the 
important points of sales procedure, with 
dramatization wherever possible. 


Fort Wayne, Ind.—Edward J. Dore, 
Mutual Benefit, Detroit, N. A. L. U. trus- 
tee, spoke Saturday. L. L. Newman in- 
troduced him. 

Minneapolis — To disseminate correct 
information about social security, the 
speakers bureau has initiated a move- 
ment to give a series of talks to school 
children. 

Dallas—The luncheon meeting March 
2, Texas Independence Day, will be ad- 
dressed by George A. White, president of 
State Mutual Life. John L. Burke, Trav- 
elers, is program chairman. 

Bluefield, W. Va.—Clifford H. Orr, Na- 
tional Life of Vermont, Philadelphia, a 
trustee of the National association, 
spoke. He also summarized a forum 
discussion on “The Value of Industrial 
Insurance, Life Insurance Settlement 
Options, Life Association Benefits.” 

Topeka, Kan.—Harry Colmery, presi- 
dent Pioneer National Life, spoke. 


























Guertin Bill Advances in Neb. 


LINCOLN, NEB.—Without a dis- 
senting vote the Nebraska legislature’s 
insurance committee sent out with its 
approval the Guertin measure. In ex- 
plaining the bill, Insurance Director 
Fraizer pointed out that failure by states 
to modernize insurance laws and codes 
might be used as an argument favorable 
to federal regulation. 








PERTINENT FACTS— 

SUPREME FOREST 
WOODMEN CIRCLE 
Gross Assets ............ $ 35,970,114.50 
Protection in Force....... 104,427,445.00 
Total Membership ....... 131,789 
Organized into 2,624 Groves in 44 states 
Benefits paid in 1941 to members and 
beneficiaries ............ $3 899,047.27 
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Sheen Elected New 
Head of Illinois 
Congress 


Joseph F. Sheen, Chicago attorney 
representing Security Benefit, was elec- 
ted president of the Illinois Fraternal 
Congress at the annual meeting in 
Chicago. He succeeds Walter C. Below, 
president of Fidelity Life, Fulton, IIL, 
who has headed the congress for two 
years. 

Mrs. Margaret Gorman, Chicago, 
Royal Neighbors, was elected vice-presi- 
dent; W. E. Mooney, Illinois manager 
of Woodmen of the World, Omaha, who 
has been acting secretary of the con- 
gress for several months since R. H. 
Matthias went into the army, was 
elected secretary, and C. J. Del Vecchio, 
Royal League, was re-elected treasurer. 

Mr. Below was elected a director, the 
others being O. E. Aleshire, president 
Modern Woodmen; Thomas R. Heaney, 
high secretary Catholic Order of For- 
esters; I. K. Rozmarek, president Polish 
National Alliance; W. F. Schultz, Aid 
Association for Lutherans; J. P. Stock, 
Chicago, Illinois manager Maccabees; 
Mrs. Antoinette Czerniak, Polish Ro- 
man Catholic Union, and Mrs. Minerva 
C. Mann, Woman’s Benefit. Mrs. Hul- 
dah Donohoe, Springfield, state manager 
of Woodmen Circle, installed the new 
officers. 


National Leaders Attend 


The meeting drew outstanding frater- 
nalists since a gathering of the National 
Fraternal Congress executive committee 
also was scheduled. N. J. Williams, 
N.F.C. president and head of Equitable 
Reserve, told responsibilities of frater- 
nalism to preserve unity, sponsor pa- 
triotism, build morale, help finance the 
war, cooperate in the rationing and 
sacrifices, preserve the life insurance 
protection, invest its reserves with 
extreme care, and also maintain an 
effective insurance conservation pro- 
gram. 

The two N.F.C. past presidents also 
spoke, T. R. Heaney and A. O. Benz, 
president Aid Association for Lutherans. 
Mr. Heaney extended welcome and said 
fraternalists had a great opportunity in 
contacting the public to discuss respon- 
sibilities and make sure the advantages 
of the American way of life are fully 
appreciated. Mr. Benz said the most 
important thing now is to keep the home 
fires burning, to keep intact in this 
country the ideals and way of life, for 
which the boys are fighting. It is vital 
to maintain the American homes intact, 
he said. 

E. F. Barnes, fraternal supervisor IIli- 


nois department, spoke briefly. Mr. 
Sheen made a response for the congress. 
Lendon A. Knight, general attorney 
Royal Neighbors, Rock Island, Ill, re- 
ported on legislation and brought up 
two matters on which resolutions were 
adopted. These were recommendations 
that special committees be named to 
consider a model bill of the Guertin 
committee on mortality table and non- 
forfeiture values, and to confer with the 
director of the division of public assist- 
ance of Illinois on a problem that has 
arisen due to public assistance to parents 
being limited to the amount of premiums 
paid on children’s life insurance, if any 
such is carried. This situation forces 
either the dropping of the insurance or 
reduction of it, which is held to be eco- 
nomically unsound. 

Retiring President Below reported on 
the year’s activities. Treasurer Del Vec- 
chio reported a net $2,619 in the 
treasury. Mrs. Grace W. McCurdy, 
head of Royal Neighbors and _ vice- 
president N.F.C., made her first ap- 
pearance at an Illinois congress. 


Program in Afternoon 


Lt. Col. Chester T. Fordney, marine 
recruiting officer in Chicago, spoke at a 
luncheon. In the afternoon session it 
was decided to bond the treasurer for 
$2,500 and secretary for $1,000. Harold 
Allen, publicity director Fidelity Life, 
spoke on safeguarding the home front, 
emphasizing that many Americans are 
just now beginning to appreciate what 
it means to have to struggle to secure 
even a minimum of food, shelter and 
clothing, but this struggle has been going 
on throughout society continuously and 
is the reason and excuse for life insur- 
ance protection. He stressed that a 
really successful life insurance salesman 
aims at the heart and not the head. 

Mrs. Vivian Watkins, juvenile direc- 
tor Modern Woodmen, in a talk said the 
key to success in fraternalism now is 
education to the possibilities of juvenile 
business. She noted that juvenile delin- 
quency has greatly increased in the last 
few years. The youngsters have a 
psychological desire to live dangerously. 
Formation of junior clubs has great 
possibilities. The children need to learn 
how to live. They need to be inspired 
by their elders. Fraternalism has an 
opportunity to be of real service to the 
country in this direction, she said. 

F. E. Huston, secretary-actuary Amer- 
ican Life Convention, explained the 
Guertin report, saying it had to do with 
old line companies and the model bill is 
so drafted, but if fraternals desire there 
is no reason why they could not come 
under this new law as it is adopted in 
various states. 

A paper prepared by Frank W. 
Bowen, vice-president Stifel, Nicolaus & 
Co., investment house, in Mr. Bowen’s 
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absence due to being called out of the 
city was read by Hugh D. Moore, on 
leave from the investment house as- 
signed to the price adjustment section 
of the army air forces. The paper dis- 
cussed fads and fancies in investments 
and noted the ever increasing proportion 
of companies’ assets which are going 
into low or inadequate return securities. 


C. O. F. 60th Anniversary 
Campaign Successful 


Catholic Order of Foresters is in the 
midst of its 60th anniversary “Back to 
the Members” campaign which will wind 
up May 24 with the holding of dinners 
throughout the United States and Can- 
ada at which members who have been 
most active in the campaign will be 
honored, Each member who has se- 
cured a new member will be presented 
a certificate, and there also will be pre- 
sented special gold engraved bars to the 
1,300 to 1,400 members who have been 
affiliated with C. O. F. for 50 years or 
more. 

The Illinois state court plans to hold 
a dinner party on that day at which 
probably Thomas H. Cannon, high chief 
ranger; Thomas R. Heaney, high secre- 
tary, and high court trustees will be 
guests. 

The special campaign, the idea for 
which was originated by Secretary 
Heaney, is founded on the belief that 
members have great prestige and influ- 
ence in securing new members and form 
a large volunteer field staff which has 
not been fully employed in the past. 
This theory has been completely proved 
in the experience so far in the campaign 
which started Jan. 1. By the end of 
January the January, 1942, adult and 
juvenile volume had been substantially 
exceeded, and production for the first 
18 days of February had passed that for 
the entire month of February, 1942. 


Helm to Address Fraternals 


Clyde B. Helm, secretary of the Insur- 
ance Federation of Minnesota, will dis- 














Hospitalization 
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Members of Woodmen of 
the World are now elig- 
ible for low-cost hospital- 
ization insurance. Two 
plans are offered—to suit 
the budget. 


This is the fourth major 
extra benefit extended to 
members of W. O. W., 
which is America’s 
strongest fraternal bene- 
fit society from the stand- 
point of financial founda- 
tion. 
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cuss insurance legislation now before the 
Minnesota legislature at the meeting of 
the Twin City Fraternal Life Club in 
St. Paul Feb. 26. 





Modern Woodmen Reports 
Gain of 7% in Assets 


A gain of $6,900,000 in admitted assets 

for 1942 is shown in the annual state- 
ment of Modern Woodmen. After all 
cash and death claims and all other obli- 
gations had been paid, total assets 
Dec. 31 amounted to $104,791,534, an in- 
crease of 7.05 percent. 
_ Over $76,000,000 of assets is invested 
in bonds, representing 72.9 percent. 
Market value of bonds owned is con- 
siderably in excess of the value for 
which credit was taken in the statement, 
officials stated. 

First mortgage real estate loans com- 
prise the second largest item of invested 
funds, the total being $17,000,000, or 16.3 
percent of assets. 

Total income was $23,055,038, dis- 
bursements $16,200,184. Interest rate 
earned on all investments was 4.18 per- 
cent. Admitted assets exceed liabilities 
by $6,500,000. 





Blair State Manager 

J. Frank Blair, Hollidaysburg, Pa., has 
been appointed manager of Modern 
Woodmen in western Pennsylvania. He 
has been with the society since 1937 
when he was made district manager and 
is a large personal producer. 


SALES MEETS 


Country Life Has 
Agency Muster 


More than 350 representatives of the 
insurance units of the Illinois Agricul- 
tural Association, Country Life, Illinois 
Agricultural Mutual Automobile and 
Farmers Mutual Reinsurance—gathered 
in Chicago Wednesday and Thursday for 
their annual convention. D.C. Micher, 
Manager and superintendent of agen- 
cies, was in general charge. 


Ralph Kastner Talks 


At the dinner Wednesday evening 
Ralph Kastner, associate general coun- 
sel of the American Life Convention, 
gave an address on “How Important is 
Life Insurance,” and Donald Kirkpat- 
rick, general counsel of the company, 
made an address, 

The featured speaker at the banquet 
Thursday evening was Earl C. Smith, 
president of the companies. Recogni- 
tion was given to leading producers. 
Ann Miller of Joliet who has become 
known as one of the foremost women 
life insurance producers of the country. 
was the leader in personal production 
last year with a total of $750,000. Ray 
Barr, general agent for LaSalle county, 
turned in the best record in point of 
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D. C. MIEHER 


agency production. A new agent's 
manual was presented to the group. 


Guarantee Mutual Conference 

A five-day general agents sales con- 
ference at the home office of Guarantee 
Mutual Life, Omaha was closed with a 
dinner for the 33 general agents in at- 
tendance, home office officials and de- 
partment managers. Special app-a-week 
awards were presented to J. W. Tim- 
mons, Amarillo, Tex., who had qualified 
with 400 consecutive weeks of produc- 
tion; Fred Sherman, Seattle, with 200 
weeks; A. Van Detta, Akron, O., and 
Otto A. Jeanes, Chicago, each with 50 
weeks. W. L. Tueller, veteran Salt 
Lake City general agent, who recently 
completed 25 years with the company, 
was presented a Quarter Century Club 
service ring. 





Eight Equitable of Ia. Regionals 


Equitable Life of Iowa will hold a 
series of eight two-day regional edu- 
cational conferences for its field force 
in April. President F. W. Hubbell and 
Ray E. Fuller, agency vice-president, 
are expected to attend. 

The conferences will be held April 
2-3 at Longview, Wash.; April 5-6, San 
Francisco; April 9-10, Kansas City; 
April 14-15, Des Moines; April 16-17, 
Chicago; April 19-20, Cleveland; April 
22-23, New York City; April 26-27, Cin- 
cinnati. 


Cross Speaks to Reese Agency 

DETROIT —W. D. Cross, assistant 
manager of agencies Provident Mutual 
Life, spoke to the Nathaniel Reese gen- 
eral agency at a luncheon on “Selling 
Life Insurance Under Wartime Condi- 
tions.” A. D. Chantler, agency super- 
visor, discussed “Today’s Market for 
Life Insurance.” 
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complete personal protection. You can 
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United Life and Accident 
Insurance Company 


Concord, N. H. 


Representatives 


have something unusual to sell. Ask the 
man who owns a United Life and Acci- 
dent Insurance contract which contains: 
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Waiver of Premium 
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Agencies in Pennsylvania and Delaware 
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Like Farmers 


life insurance fieldmen have contended orthodox distri- 
bution costs have not given a fair deal to producers. For 
the past eight years the Western Life’s program of elim- 
inating luxurious offices and costly supervisory help to in- 
crease the earnings of working general agents and agents 


has been in effect. 


Its success has been demonstrated in 


Fieldmen’s larger earnings, and no less in the higher qual- 
ity business in force. 

Our plan of operation appeals to the producer of 
$100,000 and up, particularly in these days of rising living 
costs. General agency openings in California, Oregon, 
Washington, Idaho, Montana, Utah and Wyoming. Check 
our financial statement. 


HELENA 


R. B. RICHARDSON 
President 


WESTERN LIFE 


INSURANCE COMPANY 


Since 1910 


Assets $17,580,470 
Surplus to Policyowners $2,600,000 


MONTANA 


LEE CANNON 
Agency Vice President 




















February 26, 1943 


FteNATIONAL UNDERWRITER 


19 











ales Ideas and Suggestions 




















Thorp Sees Marvelous 
Expansion Period Ahead 


Life insurance is just entering upon 
one of its periods of marvelous expan- 
sion, according to Abner Thorp, Jr., 
who spoke at the Life Insurance Sales 
Congress in St. Louis. Mr. Thorp is 
the founder and editor of the Diamond 
Life Bulletins, the great standby of 
knowledge and inspiration in most 
leading agencies. 

For 13 years life men have been tak- 
ing a hammering, through their cus- 
tomers, that has left many worn and 
discouraged. Yet things are now tak- 
ing place in the world that greatly 
change the outlook, and have already 
had some effect, said Mr. Thorp. The 
enormous increases in spendable {n- 
come are accompanied by conditions 
that almost force the money into life 
insurance premiums through the lack 
of consumer goods. Life insurance an- 
swers the individual’s demand for se- 
curity, essentially the same demand 
that has driven nations into the colos- 
sal world struggle. Systems that for- 
merly competed with life insurance 
have been weakened during the same 
period that life insurance has suffered, 
but new prospects do not open-.out for 
them. Reduced interest rates and in- 
creased taxes put the savings and in- 
vestment methods at a disadvantage, 
and there is no sign that they will be 
relieved. Instead of a long period re- 
quired to achieve security under new 
conditions by the savings and invest- 
ment methods, life insurance assures 
not merely the estate which a man 
could save in time, but puts into im- 


mediate effect what he hopes to save. 
Life insurance is almost without com- 
petition for the vast sums available for 
individual security. 

Life men, however, must arouse 
themselves to changed conditions. Mr. 
Thorp undertook to prove three things: 

First, that the market for life insur- 
ance is greater right now than it ever 
has been in the entire history of the 
business. 

Second, that the institution of life 
insurance, including its agency forces, 
is even more essential in war than it 
is in peace. 

Third, that the future of the institu- 
tion, in the new age which is dawning, 
will offer greater opportunities than 
ever for the qualified life underwriter. 

Taking up these points in order, he 
showed the changes that have already 
taken place, the vast amount of money 
available, and showed how the $4,500,- 
000,000 in premiums which will be 
saved this year will be working three 
shifts: First, every dollar will be a “se- 
curity dollar,’ bringing protection ‘to 
individuals and families in an unsettled 
world. Second, they will be “war dol- 
lars,” helping a nation in a great crisis 
to finance unprecedented production for 
battle; and third, they will be “anti- 
inflation dollars,” a tremendous stabil- 
izing force, because they will be with- 
drawn from the enormous surplus 
spending power of the nation which 
might otherwise be used in the com- 
petitive purchase of the limited supply 
of goods. 





Non-producers Called Inflation 
Slackers in San Francisco 





SAN FRANCISCO — Life agents 
who are not producing under present 
conditions are either “fools” or “slack- 
ers,’ Edwin T. Golden, San Francisco 
million dollar producer of New York 
Life, told the San Francisco Life Un- 
derwriters Association. The agent who 
is not producing a good volume of busi- 
ness is a “slacker” because he is defi- 
nitely failing in his job of draining off 
the surplus dollars and thus helping to 
prevent inflation; and he is a “fool” be- 
cause never in the history of this coun- 
try has there been so much money with 
so few things to buy, Mr. Golden de- 
clared. 

Mr. Golden suggested that records of 
old policyholders be reviewed as many 
persons who were formerly unable to 
pay for more than $1,000 are today in 
defense industries, making more money 
than ever before. 


Capitalizes on Gas Rationing 


Gas rationing can be used to write 
additional business. Along toward the 
end of the week, Mr. Golden telephones 
friends or policyholders in outlying ter- 
ritory, saying: “With this gas and tire 
rationing you are probably staying home 
this week-end. How about me coming 
to see you to go over your insurance.” 
Invariably, he says, this results in an 
Invitation to call, which in turn invari- 
ably results in additional business. These 
calls are unusually made on a Saturday 
or Sunday when the policyholder, or 
Prospect is simply “loafing” around with 
no place to go and nothing in particu- 
lar to do. 

Mr. Golden’s answer to the objection 
of the young man that he may be drafted 
and sent overseas is: “True—if you are 


drafted and sent overseas and get killed 
we do not pay the insurance but we do 
return the premium with 3 percent in- 
terest and in the meantime we do not 
charge you for the protection,” urging 
that the prospect take the insurance 
now, while he can still get it. The ar- 
gument of getting the protection while 
he can get it applies also to persons who 
are planning to go into defense indus- 
tries, he said. He urged underwriters 
to “make the most of what we still have 
to offer” and to either “get into the life 
insurance business right or get out of 
it.” 

Applies Buddha’s Precepts 


3ernard Jaffe, Penn Mutual Life, 
who has averaged more than 100 lives 
a year during his three years in the 
business, spoke on “Learning from 
3uddha.” He took the eight precepts 
of Buddha, step by step, showing how 
they apply to selling life insurance. 
These are, he said: Right livelihood, 
knowledge, speech, intention, effort, ac- 
tion, attendance, concentration. 

Robert R. Root, field director, Pacific 
Mutual Life, San Francisco, pointed out 
that if the present trend toward pater- 
nalistic government is permitted to con- 
tinue, soon it won’t be “Uncle Sam’— 
it will be “Daddy.” Although life in- 
surance points with pride to the $130,- 
000,000,000 of life insurance in force 
“when the 130 billions is measured 
against the job it should be doing, we 
find we haven’t done such a good job, 
but only a fair one. We are faced with 
the challenge to multiply that figure by 
four—to put 500 billions of insurance on 
the books in the next 25 to 30 years.” 

Too little attention had been paid to 


the 75 percent group of citizens, those 
between the 10 percent “upper bracket” 
and the 15 percent “lower bracket,” Mr. 


Root declared. These people should 
be sold life insurance which will take 
30 cents out of every surplus dollar in- 
stead of the present 8 cents. 

Gordon Coryell, Mutual Life, chair- 
man San Francisco “Quarter Million 
Round Table,” as chairman, summed up 
today’s problems. Mr. Coryell will head 
the caravan composed of Mr. Golden, 
Mr. Jaffe, Mr. Root and others when 
it goes into the outlying territory, ap- 
pearing before local associations in 
Oakland, Sacramento, Chico, Stockton, 
San Jose and Fresno. 





Interest in Survey 
in View of Gas 
Rationing Edict 


Union Central Life makes an inter- 
esting analysis of the $250,212 paid 
business on 50 cases of E. J. Merri- 
field of the Springfield, Mass., agency. 
He obtained all his business within a 
radius of 8 miles from his office. More 
than half of that was sold within six 
blocks from his headquarters. He did 
not go further than three miles from 
the office door to acquire over four- 
fifths of his volume. * 

Union Central says that the story 
behind the story is gasoline rationing. 
The rationing went into effect in May. 
Mr. Merrifield did 57 percent of his 
business after gasoline was rationed. 
He does considerable planning in his 
work. He uses a planning booklet and 
it charts the course and provides a list 
of definite objectives to be met. He 
does no aimless prospecting. Union 
Central says that due to restricted driv- 
ing, time control is more vital than 
ever. Results derived from strict ad- 
herence to a good schedule more than 
offset many of the obstacles which pre- 
sent themselves. “Time is still our 
most valuable ally,” it adds. 


Conn. Mutual Produces 
Three Step Advertising 
Plan for Field Force 


Connecticut Mutual has put out a plan 
coordinating the use of three types of 
advertising material called the “Three 
Step Advertising Plan.” The purpose is 
to help an agent meet new people, save 
him time and and travel and prepare the 
way for more effective second inter- 
views. 

Ideas are set forth for securing pros- 
pects for direct mail, approaches to use 
in following up direct mail, telephone 
talks to use in conjunction with direct 
mail for making appointments. To assist 
in the meeting of new people, Connec- 
ticut Mutual has developed 27 direct 
mail letters. Simplicity is the key note. 
The agent need only list his new names 
in the “Three Step Advertising” book, 
detach the sheet on which he has listed 
the names and give it to the agency 
direct mail clerk who, together with the 
home office, follows through on the 
mailing. Carbon paper transfers the 
names to a permanent page, so that the 
agent will have a record. 

If the prospect is one on whom the 
agent will call again, step number two 
goes into operation. The object here is 
to help crystalize in the mind of the 
prospect the ideas left with him during 
the first interview. For this purpose, 
the book outlines the booklets and leaf- 
lets which an agent will find effective 
with various types of prospects. 

Step number three is to help an agent 
keep his name, business and ideas before 


Prospecting Must 
Be More Selective, 
Frank Warns 


Chemists, technicians, superintendents, 
foremen, engineers, and women in in- 
dustry are the best prospects today, 
R. W. Frank, State Mutual, stated in a 
talk on changing economic conditions 
and their effect upon prospecting at the 
Saturday Forum held in Chicago. The 
agent’s problem is to find which among 
these classifications are good prospects 
and which are not. It is necessary to be 
very selective in prospecting today. 

Mr. Frank commented on _ the 
changes in sales procedure that he has 
noticed in Chicago in the last 10 years. 
There was the package sale in 1928-30, 
with, as he described it, “a nice ribbon 
on it.” Then followed the era of selling 
retirement income contracts; thereafter 
the minimum sales talk, then time con- 
trol and the law of averages idea. 

Later there was programming and use 
of the settlement options, then business 
insurance, and subsequently it was de- 
cided the agent had to be an expert in 
wills and trusts. Now there is the belief 
an agent must be an expert in pension 
trusts if he wants to do any good. 
Mr. Frank said he believes the truth 
is that today the salesman has to know 
something about all of these methods 
and employ them all. 

Hilbert Rust, R. & R. Service, dis- 
cussed specific prospecting plans geared 
to wartime conditions. He said life 
agents walk hand in hand with the min- 
istry; they should have an overwhelm- 
ing sense of curiosity about people, 
about what’s in their hearts. They 
should carry that spirit into their pros- 
pecting. 

_Ira N. Nochumson, Metropolitan, pre- 
sided. George Huth, Provident Mutual, 
co-manager of the war bond sales cam- 
paign spoke briefly and gave additional 
citations for achievements to four 
agents, making 65 in all who have been 
so honored. 





Linton Talks with Beveridge 


M. A. Linton, president of Provident 
Mutual Life, was one of a group of five 
Americans who talked to Sir William 
Beveridge by transatlantic telephone 
Feb. 18, under the auspices of the Brit- 
ish Broadcasting Corp. The conversa- 
tion was held immediately after the 
House of Commons voted 335 to 119 to 
support the British cabinet’s qualified 
endorsement of the Beveridge social 
security plan. The Americans asked Sir 
William a number of questions about 
the application of the proposed plan. A 
large part of the conversation was re- 
corded and was rebroadcast by the Mu- 
tual broadcasting system Feb, 21. 





North American L. &. C. Rally 


About 200 agents of North American 
Life & Casualty attended a wartime 
sales conference in Minneapolis this 
week. New policies to be brought out 
by the company were explained. 

R. J. Costigan, Missouri manager of 
Business Men’s Assurance, was a 
speaker on “Meeting Objections.” 








clients over a period of time. All the 
agent has to do is to put a check mark 
opposite the names of those already 
listed in the “Three Step” book, to 
whom he wishes to have sent the adver- 
tising material for this third step. The 
material which is being used is a little 
newspaper bearing the agent’s name and 
picture. 
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You've noticed 


how consistently Life 
Insurance men are 
promoted in the Army 


and Navy. 


It may be that having 
been a Guardsman’ 
has helped ours. 
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Here an agent is a real 
flesh and blood per- 
sonality to everyone 
in the Home Office 
from the office boys to 
the President AND— 
we are not so big that 
anyone on the assem- 
bly line forgets that an 
agent can only make 
his money on deliv- 
That's 
why the app gets 


ered policies. 


right-of-way until the 
policy is in the mail 
bag. 
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of Iilinois 


211 W. Wacker Drive, Chicago 
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Will Have to Recruit More 
Older Men, Bethea Says 


Men in their forties will be the best 
life agent recruits this year, Osborne 
Bethea, general agent of Penn Mutual 
Life in New York City, said at a meet- 
ing of the Agencies Committee of 
Pittsburgh. A man who hasn’t been 
successful in another field of work 
shouldn’t be brought into life insurance 
industry simply because he is beyond 
the draft age, he said. Anyone who is 
contemplating a change from a non- 
essential to an essential occupation 
should think twice before he gets into 
an industry that will not be permanent 
after the war. Out of 24 men recruited 
in the Bethea office in 1942 only three 
were left at the end of the year. That 
ratio will probably be worse this year, 
and Mr. Bethea thinks he will have to 
try out eight men in order to keep one. 


Sherman Speaks in Columbus 


Milton Sherman, general agent of 
Connecticut Mutual Life in Toledo, 
addressed General Agents & Managers 
Association of Columbus on “Sales and 
Sales Technique.” 


Discuss Taxes, Wills, Trusts 

RICHMOND, VA.—J. W. Tyson, 
Massachusetts Mutual, past president of 
the Life Agency Managers, was a 
speaker at the monthly meeting when 
a program of discussion on taxes, wills, 
trust and insurance was featurea. Rep- 
resentatives of «Richmond’s attorneys, 
trust officers, bankers and certified pub- 
lic accountants attended. 


Panel Discussion on Supervision 

The Life Supervisors Association of 
Northern New Jersey will hold a din- 
ner meeting in Newark March 5. There 
will be a panel discussion on supervision. 
One panel will be composed of mem- 
bers of the General Agents & Manag- 
ers Association of Northern New Jer- 
sey. The managers group will attend 
the session. 


Bureau Men Conduct Parley 


DES MOINES—The Des Moines As- 
sociation of General Agents & Man- 
agers held a one-day conference on 
management with J. E. Scholefield and 
L. W. S. Chapman of the Sales Re- 
search Bureau in charge. 

A similar meeting was conducted by 
the bureau men in Wichita. 





Denny, Smith Worcester Speakers 


Robert H. Denny, director of agen- 
cies of State Mutual Life, spoke on 
“Recruiting and Building of Life Insur- 
ance Agencies Under War Conditions” 
at a dinner-meeting of the General 
Agents & Managers Association of Wor- 
cester, George P. Smith, New York 
Life, spoke on legislation affecting life 
insurance. 


Johnson Predicts Sales Gain 


BUFFALO — Holgar J. Johnson, 
president Institute of Life Insurance, 
addressed a dinner meeting of the Buf- 
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falo Life Managers Association. Sales 
should increase because of the excess 
spendable income, he predicted. 

Vincent B. Coffin, vice-president of 
Connecticut Mutual Life, will speak at 
a dinner meeting of the Buffalo Life 
Managers Association March 3 


Honor Schuppel in Portland 


W. C. Schuppel, president of Oregon 
Mutual Life, was honored at a special 
dinner given by the Life Managers As- 
seciation of Portland, Ore., to pay 
tribute to Mr. Schuppel upon his elec- 
tion as president of his company and of 
the American Life Convention. 

A. E. Gravengaard, general agent of 
Bankers Life, was master of ceremonies. 
Speakers included T. J. Binder, Equi- 
table of Iowa; Horace J. Merkle, Pru- 
dential; T. Howard Groves, Equitable 
Society, and Commissioner Thompson 
of Oregon. 


Schwemm Cincinnati Speaker 


Earl M. Schwemm, Chicago manager 
of Great-West Life, addressed the Gen- 
eral Agents & Managers Association of 
Cincinnati at a luncheon meeting Thurs- 
day « on “Assisting Agents to Sell.” ‘i 


~NEW YORK 


TO ADDRESS C. L. U. SEMINAR 

H. G. Moulton, head of Brookings 
Institution, Washington, and 3S; “EL. 
Slichter, head of the economics division 
at Harvard University, will address the 
annual seminar of the New York C.L.U. 
chapter April 16 at Hotel Waldorf-As- 
toria. The chapter will announce two 
other nationally known speakers on eco- 
nomic and social trends shortly. 

The seminar was first held in connec- 
tion with a chapter dinner in Dr. S. S. 
Huebner’s honor. It enjoyed immedi- 
ate success and drew 700 last year. This 
year attendance is expected to reach 
1,000. W. J. Dunsmore, Equitable So- 
ciety, heads the committee in charge. 
The Institute of Life Insurance is co- 
operating on arrangements. 





BLEETSTEIN LEADS EQUITABLE 


The Abraham Bleetstein agency, New 
York City, led all agencies of E quitable 
Society for January. It is the first time 
that a New York City agency has led the 
company countrywide. Four members 
of the agency were among the com- 
pany’s 100 leaders, having qualified pro- 
rata for the million dollar club. Thirty- 
four members have qualified as prorata 
members of production clubs. 
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Y FATHER was three thousand miles away 
fighting flies and fever in Panama when |] 
was born. The first time he saw me, I was over a 


year old 


Dad’s job as a civil engineer continued to take 


him to places where a woman with a small son 








could not go, and I knew him only as a friendly 





man who hugged me tighter than my uncles did 





His home-comings were usually unexpected. All 
at once there would be a telegram, and a few day 
later he would be there: a small, wiry man with 
deep laugh wrinkles in his face. I was a shy child, 
and by the time I knew father well enough to 
climb up on his lap, he would be leaving again 
for Alaska, the Philippines, or some other far-off 
place 














I was seven when dad came home to stay. He 
was sick with a tropical fever, and a year later he 


died at the age of 36. 


























My mother’s tight-lipped sorrow ceased after a 
while, and our life went on much as it had before. 
The kind that 
middle-class people live in a small town. And 


It was a good comfortable life 


I was too young to sense my mother’s loneliness. 


I must have been 13 


stood how 


or 14 before I under- 
much I owed to the father I'd scarcely 
known. Mother told me then. She said that dad 
had never made a very large salary, but that he 
had been mighty particular to take out enough 
insurance to provide for both of us comfortably 
and to make sure I would get a college education 


Right then it seemed to me that the insurance 
business must be just about the best business in 
the world. I guess, although you can’t be sure 
about those things, that this was the real reason 
I went into insurance myself when I got out of 
school. Anyway, I did, and I’ve never been 
sorry: 


The Stranger who married my mother 


I haven't set the world on fire, and, the way 
things look, [ never shall. But I like my job. You 
see, it isn’t just selling insurance. It’s seeing that 
people in trouble have money when they need it 
most. It’s helping my clients work out the kind of 
an insurance program that'll help them best. 


And, while I can’t say I’ve run across a case 
exactly like mother’s and mine, I have had the 
satisfaction of seeing the insurance I sold pull some 
friends of mine through some mighty tough spots. 


All in all, [can’t think of a way I'd rather make 
my living than by helping my neighbors take care 
of their families the same way the stranger who 
married my mother took care of his. 


MorRAL: Insure in The Travelers. All forms of 
insurance. The Travelers Insurance Company, 
The Travelers Indemnity Company, The Trav- 


elers Fire Insurance Company, Hartford, Conn. 








ERE is another advertisement designed to 
give the insurance agent the place he de- 
serves in the minds of the public—part of that 
steady, consistentand persistentcampaignwhich 


The Travelers Insurance Companies have been 
conducting in national periodicals for a dozen 
years. This advertisement appeared in The Satur- 
day Evening Post in its January 30, 1943 issue. 


THE TRAVELERS 


HARTFORD - CONNECTICUT 





The Travelers Insurance Company The Travelers Indemnity Company The Travelers Fire Insurance Company 





